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VICTORY AHEAD! 


The story of a naval victory really begins in the shipyards—and 
even before. 

Take, for example, the case of a shipbuilding company which 
last year received a Government order for destroyers. New yards 
were necessary to speed production. In conjunction with one of its 
correspondent banks, the Chase quickly advanced a large ‘revolv- 
ing credit’ to finance their construction. Now with expanded 
facilities this company is delivering more destroyers faster to our 
fighting forces. 

This is only one of thousands of instances where active banking 


cooperation is helping to speed America’s output for Victory. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 
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LETTERS 


Bull’s-eye 


Sms: We are enclosing a picture show- 
ing Mr. Howard D. Mills, State Adminis- _ 
trator for Southern California War Savings 
Staff, Treasury Department, presenting 
the 10 per cent Bull’s-eye flag to our 
president, Mr. V. H. Rossetti. (At right.) 








This is in recognition of our bank’s subscrib- 





ing 10 per cent of its monthly payroll for 
War Bond purchases. 

In addition to this voluntary monthly 
subscription, it might be of interest to you 
to know, the bank’s entire investment port- 
folio now consists of government securities, 
its present holdings of issues totaling over 
$110,000,000. 

W. J. Cassin, Assistant Cashier, 

The Farmers and Merchants 
National Bank of Los Angeles, 
Los Angeles, California 
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No Service Charge 


Srrs: We have been extending the 
courtesy of ‘““No Service Charge’’ to those 
of our customers who have been called 
to the armed service of our country. 

As soon as we learn one of our customers 





NO SERVICE CHARGE 





SERVING WITH THE COLORS 











has been called to service we affix or stamp 
his account and analysis sheet with a rub- 
ber stamp. So far as we know the idea is 
original with our bank. We do not adver- 
tise or publicize the idea locally except as 
such publicity may come from our cus- 
tomers voluntarily. 

We feel that our boys are entitled to this 
courtesy and we try to add a personal touch 
to any dealings or communications we 
have with them. 

Rosert L. Finiayson, Bookkeeper, 
a Trust Company, 

lomestead, Pennsylvania 
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The United States National Bank, Salem, Oregon 





United Nations’ Flags 








ST. LOUIS 





er of a Chreat vade Jerritory 





MEMBER FEDERAL DEPOSIT 








Wiruin A 500 mile radius of 
St. Louis live over fifty million people. 
To many, St. Louis is the nearest large 
city, easily accessible, centrally located... 


the headquarters of supply and demand. 


Today there is a tremendously in- 
creased commercial and industrial activi- 
ty brought about by Production for War 
requirements. More than ever, the ad- 
vantages of a good St. Louis banking 
connection are readily apparent... 
particularly at a time when personal 
travel is being curtailed. 


To correspondents, Mercantile-Com- 
merce offers a valuable, efficient finan- 


cial service in the center of this active 
territory. 


MERCANTILE-COMMERCE 


Bank and Trust Company 
SAINT LOUIS 


INSURANCE CORPORATION 


Strs: Weare enclosing a ghotoeeaye of 
a lobby display in our bank which has 
received considerable local comment. It 
was tied up with the downtown store pro- 
motion of War Bonds and Stamps. 

The display consisted of the entire group 
of United Nations’ flags, each four feet 
by six feet in size. All of the flags, except 
that for the United States, were hand sewn. 


JAMES R. DEKorNneE, Cashier, 
Industrial State Bank, 
Kalamazoo, Michigan 
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Salvage Drive 


Sms: When the salvage drive reached 
Salem, Oregon, a group of employees of 
this branch combed the basement and 
gathered about a ton and a half of bronze 
and brass which was donated to the salvage 
committee. The proceeds went to the 
United War Chest of Salem, a fund raising 
organization for the Community Chest 
combined with war relief agencies. 

Some of the metal contributed was taken 
from the original fixtures of the old Ladd & 
Bush Bank installed in 1869 and were of 
hand construction. While we regretted to 
see this evidence of early Oregon bankin. 
destroyed, it was decided that the meta 
could well be used in war production. We 
had quite a bit of publicity about it in the 
local papers and I thought you might like 
to know how keenly our employees feel 
their part in the war effort. 

Jesse J. Garp, Vice-president, 

The United States National Bank, 
Ladd & Bush Branch, 
Salem, Oregon 
° + S 


Suggestion Box 


Strs: On September Ist, 1940, The 
National City Bank of Cleveland installed 
a Suggestion Box for employees. In the 
two-year period just closing, 149 sugges- 
tions have been received. Of this number, 
the committee in charge deemed 29 of 
sufficient merit to deserve awards. The 
awards were from $1 to $5, $2 being most 
common. They were given in some in- 
stances where the idea was not adopted, 
but because the employee had a_ well 
thought out suggestion. Three of the 
— have resulted in some savings 
in bank operation. 

It is the bank’s purpose to continue the 
system indefinitely. 

DALE Browy, Assistant 

Vice-president, The National 
City Bank of Cleveland, 

















Cleveland, Ohio 





THE 


wil 
ag' 
int 














THE BURROUGHS CLEARING HOUSE—October, 1942 





In the TREND of BANKING 








Bank Supervisors Plan 
War Conference 


The National Association of Supervisors 
of State Banks has canceled its 41st annual 
convention, scheduled to be hekt in Phila- 
delphia the latter part of September. 
However, President Rulon F."Starley, 
Bank Commissioner of Utah, announces 
that the supervisors will: hold a War 


Conference in Philadelphia on November. + 
16-17, for the purpose of discussing. prob- *s 


lems in bank supervision arising out of 
the war. 

This will be the first time since the 
association was founded in 1902 that the 
annual convention has not been held. The 
War Conference will -be abbreviated in 
form, and without the usual list of guests, 
although it is expected that conferences 
will be held with Federal bank supervisory 
agencies to discuss problems of mutual 
interest. 
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Method for Displaying Service 
Men’s Pictures 


In the September issue of The Burroughs 
Clearing House mention was made of the 
exhibit of pictures of men in service, in the 
lobby of The Irvington National Bank of 
Irvington, New Jersey. 

Now, from Assistant Cashier Erwin O. 
Meeh, comes a picture showing how these 
photographs are displayed. ‘““We have no 
show windows and practically no wall space 
in our lobby,” explains Mr. Meeh, “but 
we had an idea, and we wanted to use it. 
By employing a swing wing display we 
will be able to mount a considerable num- 
ber of pictures. The sign at the top of the 
display is printed in blue on a white back- 
ground with a red border, similar to a 
service flag. 

“The table underneath is kept supplied 
with special post cards, imprinted ‘Write 
to a Boy in Camp. From the lobby of the 
Irvington National Bank.’ The sign on 
the table has the same copy, plus ‘Do it 
today’ in the stamp corner. 

“‘We made the best of what we had,” 


IRVINGTONIANS. 


Many pictures in small space 
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Insurance 
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Fighter plane illustration adapted for Australian war loan promotion 


Mr. Meeh concludes, “‘and are very much 
pleased with the enthusiastic response of 
Irvington families and friends of the boys, 
who are bringing us new pictures daily as 
well as stories that supply us with publicity 
to keep the campaign in the paper.” 

Several letters have been received by 
Roy A. Hitchings, president of the bank, 
from Irvington service men who expressed 
their appreciation for the ““Write to a Boy 
in Camp” campaign. One wrote, “I have 
already received three cards from people I 
hadn’t expected to hear from, as a result 
of your campaign.” 
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American Advertisement 
Reaches Australia: 


The interesting story of how an adver- 
tisement which appeared in The Burroughs 
Clearing House did its bit in promoting the 
Allied war effort is disclosed through infor- 
mation received from S. C. Doolittle, 
advertising manager of the Fidelity and 
Deposit Company of Maryland. 

Recently Mr. Doolittle’s company . re- 
ceived a letter from T. F. Sullivan, adver- 
tising manager of the Commonwealth Bank 
of Australia, relating the circumstances. 
He explained that the illustration of a 
Curtiss-Wright fighter plane, featured in 
an advertisement inserted in the March 
issue of The Burroughs Clearing House, had 
been ‘“‘lifted’’ and applied to an advertise- 
ment publicizing Australia’s current War 
Loan Campaign, the Second Liberty Loan. 
Reproduction of the two advertisements 
above shows how effectively the adaptation 
was made. 

Apparently, strict censorship regulations 
in Australia made the “‘lifting’”’ essential, 
for Mr. Sullivan writes: “Let us seek a 
photograph of a fighting machine and there 
comes into the eye of the official-in-com- 
mand an expression which unmistakably 
says ‘Just you try it! ” 

From Mr. Doolittle of the Fidelity and 
Deposit Company comes an interesting 


sidelight of which doubtless Mr. Sullivan 
was not aware. Planes of the type pictured 
actually were in action during the defense 
of the Dutch: East Indies against the 
Japanese, and thus indirectly they were 
used in defense of Australia, making them 
particularly appropriate for the purpose 
described in Mr. Sullivan’s letter. 

Known as the Curtiss Model 21B and 
said to have been the first American inter- 
ceptor fighter to have been made in this 
country, this plane was originally designed 
for the U. S. Army. It is said to be the 
fastest climbing fighter plane in the world, 
but it was not built for long range, and the 
Army decided that long range fighters 
were needed. 

The Model 21B was then offered to some 
of our Allies and the Dutch purchased 
many of them for use in the East Indies. 
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Encouraging the Completion 
of A. I. B. Study 


The Chicago Clearing House, through its 
president, Bentley G. McCloud, senior vice- 
impose First National Bank of Chicago, 

as announced the establishment of a sys- 
tem of awards and honors to the students 
of the Chicago Chapter, American Insti- 
tute of Banking, for distinctive achieve- 
ment in the standard study course. The 
basic purpose of the awards is to encourage 
coniptakion of education in banking studies, 
the Clearing House group recognizing the 
special problems created for bank per- 
sonnel by current conditions. 

The system established for the Chicago 
Clearing House honor awards will be radi- 
cally different from that under which 
honor students are generally determined by 
educational institutions. Awards will not 
be given purely on class grades attained, 
but will be decided on the basis of progress 
and applications, as well as attainment. It 
is contemplated that the student rated 
No. 1 in each of the A. I. B. standard study 
classes will be given a cash prize of $10, 
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while the honor student of each gradu- 
ating class will be awarded $100 by the 
Clearing House. In addition, those stu- 
dents who rank high in the graduating class 
will be presented with gold keys. 

The honor awards have been approved 
by the Clearing House Committee, of 
which Philip R. Clarke, president of the 
City National Bank and Trust Company, 
is chairman, Howard W. Fenton, president 
of Harris Trust and Savings Bank, is vice- 
chairman, and the other members are 
Edward E. Brown, president of The First 
National Bank, Walter J. Cummings, chair- 
man of the Continental Illinois National 
Bank and Trust Company, and Solomon 
A. Smith, president of The Northern Trust 
Company 

Meanwhile, the Chicago Chapter of the 
A. I. B. is streamlining its educational pro- 
gram to fit the sharply different require- 
ments of the current year. It is estimated 
that there are more than 3,000 women 
working in Chicago banks who were not so 
employed a year ago, and who have been 
called upon to take over positions quickly 
which normally require long previous 
training. The A. I. B. will present many 
special classes in its standard study pro- 
gram designed to meet the problems of 
these new employees. 
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Solution for a Bank With 
Cramped Quarters 


In altering its Flatbush office at 1972 
Flatbush Avenue, The Prudential Savings 
Bank of Brooklyn, New York, devised an 
ingenious solution to a difficult problem— 
one that may have application to other 
financial institutions cramped for space yet 
hampered from expanding due to priority 
restrictions. 

The bank’s branch office originally 
occupied quarters only eighteen feet wide. 
Naturally, with the area required for work- 
ing space, this left a very narrow aisle, 
only six feet wide, for the public. Mean- 
while, the branch’s deposits had increased 
to such dh extent that at times an almost 
impossible traffic problem was created. 

A few years ago, the bank purchased the 
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Flatbush office, The Prudential Savings Bank, after ingenious expansion 


Wall separating two buildings is retained, teller windows set in 


adjoining building, also eighteen feet wide, 
with the idea of providing adequate space 
by removing the brick wall separating the 
two buildings and giving an uninterrupted 
thirty-six feet of floor width, where a 
properly planned island savings bank lay- 
out could be installed. Before this could 
be done, priorities stepped in to restrict 
the use of steel, bronze, and a number of 
other materials. It was thus impossible 
to obtain the structural steel necessary in 
removing the wall between the two build- 
ings, according to the original plan. 
However, the pressure for additional 
space continued, and even increased, forc- 
ing the bank into some form of change. 
It was at this point that Architect Kenneth 
B. Norton evolved the idea of leaving one 
building entirely for the public space, 
which instead of six feet gave close to 
eighteen feet of uninterrupted width, as 
shown in the accompanying photograph, 
and using the adjoining building for the 
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Naval guns 
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Guns 


When war broke out Canada had no heavy gun factories, 
no machines, and no trained personnel. Heavy guns of ten 
different types are now in mass production. Today the Do- 
minion has one of the largest factories in the world manu- 
facturing artillery from scrap to the complete gun. One of the 
largest automatic gun plants in existence is located in Canada. 
The 1942 production schedule calls for— 


Tank and anti-tank guns ure 
also in substantial production. 


THE ROYAL BANK OF CANADA 


New York Agency - 68 William Street 
{ This advertisement is published in the belief that our American Neighbours 


will be interested in the facts presented. More detailed information is avail- 
able on request to The Director of Public Information, Ottawa, Canada. 
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work space. This required cutting openings 
through the brick party wall in place of 
removing the entire wall. Concrete lintels 
were provided for the eight tellers’ windows 
so cut into the wall, and only a small 
portion of the front part of the wall was 
removed entirely to provide the officers’ 
platform space. 

Instead of close to eight tons of steel 
that would have been required had the 
whole wall been removed, this solution 
resulted in saving practically the entire 
amount. Retaining the wall permitted the 
architect to rearrange all of the metal 
banking fixtures for their most economical 
use and, as they were hidden from the 
public, no new fixtures were required; this 
alone represented a very appreciable saving 
in cost, and with the surplus material from 
the cages and screens permitted a sizable 
contribution to the metal salvage cam- 
paign. 

The tellers’ windows were made un- 
usually wide, measuring 2’ 8’’, to facilitate 
operations. Wickets, instead of being in 
bronze, were executed in iron which was 
salvaged from the original installation. 
“It may be that some people might be 
hesitant about the thickness of the win- 
dows,”’ says President Frederick V. Goess, 
“but I can assure you that both the tellers 
and the public like it a great deal.”’ 

Coupon books, check desks, entrance 
doors, etc., instead of being constructed of 
bronze, were made of walnut. The safe 
deposit department, which was at times 
almost impossible to enter due to the 
crowded condition that previously pre- 
vailed, was retained in its original location 
at the rear. The original grilles were 
taken down and refinished, and provided 
more than enough material for the altera- 
tion. 

With the substitutions mentioned, and 
the retaining of the wall, the costs for 
the alteration were ‘reduced by a full 
third from the original expectation. 
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Bank Sends Letters to 
Employees in Service 


Knowing how eager the men in service 
are to hear from the home front, and 
recognizing the value of keeping in contact 
with employees now in the ranks, Chemical 
Bank & Trust Company in New York City 
has been sending them lengthy letters 
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crammed with information about “‘what’s 
doing” at the bank. 

These letters, reproduced by the offset 
process, are spaced several weeks apart. 
They are written in an interesting, in- 
formal, even breezy style. They relate 
news of the various departments in the 
bank, the progress of individuals in the 
service, names of new selectees and en- 
listees, etc. There are even cartoons by a 
member of the bank’s staff, and service 
men are invited to send in humorous situ- 
ations they may have encountered, for him 
to illustrate. 

From J. Stanley Brown, well-known per- 
sonnel director at Chemical Bank, comes 
an example of the August 10 letter. It 
contains seven pages of single-spaced copy, 
filled with news, gossip and personal 
anecdotes dear to the hearts of service men 
detached from their friends, business 
associates, home life and normal activities. 
The gathering and preparation of the 
material is the responsibility of a special 
Service Letter committee. 

The idea is not patented, and emulation 
is encouraged! 
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An Improved Type of 
Suggestion Program 


Six years ago, a program for rewarding 
employees for their suggestions was in- 
augurated by The Morris Plan Bank of 
Virginia, and as a result nearly a thousand 
usable suggestions have been received by 
the bank’s management, according to 
Assistant Vice-president G. M. Underhill. 
In the past twelve months alone, 192 
usable suggestions have been turned in, 





I suGGEST 























INSTRUCTIONS: You should not sign your name. Simply write in what 
your suggestion is, detach this part of the form, and drop it in 
the speciel Suggestion Box which has been provided in each office. 
YOU KSEP THE STUB, so that you may cleim the suggestion as yours if 
it wins « cash prise, or if for any other reason you wish later to 
have it identified es YOUR suggestion. No one will know whose sug- 
gestion it is unless you claim it by presenting the stub with the 
number corresponding to the number printed on thie part of the form. 


DO MOT FILL IN TMB FOLLOWING 
Received Re jected 
Reviewed by Held in abeyence 


Covered in memo dated 


es, cash prize 
awarded to 


POTOLUTETIITITT TTT TTTTT iT Tirit rire titi er et 


YoU KEEP THIS STUB 





All suggestions adopted will be ecknowledged by number in 
& memorandum which will be posted on the bulletin boarde in all off- 
ices. 

You can identify your suggestion (AND CLAIM ANY PRIZES a- 


WARDBD THEREPORS) by thie number. 


vo. 23014 





Number used instead of name 


and prizes amounting to $644 have been 
awarded. 

When the suggestion program was first 
put into effect, the schedule of monthly 
prizes was $10 for the best suggestion 
received during the month, $5 for the 
second best, and $2.50 for every other 
usable suggestion. received. The fixed 
schedule of prizes has now been abolished, 
as many suggestions are worth considerably 
more than $10, and some perhaps not as 
much as the former $2.50 minimum. There 
is now a minimum reward of $1 and no 
maximum, the amount of the prize depend- 
ing on the relative value of the suggestion. 

Originally, employees signed their names 
to suggestions, but since 1940 a new system 


of numbered suggestion blanks has been 
in effect. As the illustrated form shows, a 
small perforated stub at the bottom of the 
suggestion blank is numbered with the 
same number as the otherwise unidentified 
blank itself.. The purpose of this is to 
encourage suggestions. An employee might 
feel that some idea would appear silly to 
the management, and would hesitate to 
send it in if he had to sign his name, 
whereas actually it might be a valuable 
suggestion. Since the adoption of this 
“‘impersonal” ~~ the number of sugges- 
tions received each month has greatly 
increased. 

As the program now functions, the em- 
ployee picks up a numbered blank, writes 
the suggestion on the top part, and drops 
it in a special box, retaining the stub with 
the corresponding number. At the end of 





the month a list of the prize-winning sug- 
gestion numbers is posted in each office, 
and the employee proudly walks up, pre- 
sents his stub, and says, ‘““That’s my 
suggestion!” 
e numbered suggestion blank has the 
additional advantage of assuring the em- 
loyee that there cannot possibly be any 
avoritism in the awarding of prizes, as 
the management has no way of knowing 
who sent a —— in until the employee 
comes up to claim his prize. : 

In addition to the list of prize-winning 
suggestion numbers, a list of the numbers 
of other suggestions received is posted with 
a brief notation opposite each explaining 
why the idea could not be adopted. If the 
employee desires further explanation, he is 
encouraged to discuss the idea with the. 
management. 








We're ready to help you help 
WAR PRODUCTION 


..-by sharing your excess loans 





loan officers. 
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HEN A CUSTOMER wants more than 

your bank can legally lend, we would 
welcome the opportunity to talk to you 
about the excess portion. 


At present we are cooperating with many 
banks in many localities. We are ready 
to help you do your full share in financing 
the war industries in your community. 


Write or phone us. Your inquiry will be 
given prompt attention by our experienced 
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THE NATIONAL CITY BANK 
OF CLEVELAND 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Names of suggestion prize winners and 
amounts awarded are listed every month 
in Credits and Debits, the bank’s publica- 
tion for employees. As many as twenty- 
four prize winners have been announced in 
a single month, which is slightly more than 
10 per cent of the bank’s personnel exclu- 
sive of officers. Officers are not eligible for 
any suggestion prizes. 

Already this year, twenty-three em- 
ployees have earned more than $10 in 
prizes, while one employee’s total to date 
this year is $81.50. 

“It is difficult to state in concrete terms 
the great value of this program to the 
bank,” explains Mr. Underhill. “Once we 
started it, there has certainly never been 
any question of the wisdom of continuing it. 
Not only does it give the employee an 
opportunity to earn extra money, but, 
more important, it stimulates him’to think 
and to regard himself as an important part 
of the organization. From the bank’s 
point of view, one single suggestion that it 
received has saved more than the entire 
cost of the program for the whole six 
years.” 
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Oshkosh Bank Celebrates 
90th Anniversary 


The First National Bank in Oshkosh, 
Wisconsin, on August 10 celebrated its 90th 
anniversary. Starting in 1852 with only 
$4,000 in resources, the bank now serves 
more than 18,000 customers and has re- 
sources of more than $12,000,000. 

In the ninety years, only four men have 
served the institution as president. Louis 
Schriber, who has been president for the 
past eighteen years, has been connected 
with the bank since 1896. 


* * + 


Helping to Keep the Harvest 
Humming 


With the wheat, barley and pea crops in 
Whitman County, Washington, reaching 
the harvesting stage, and so many of the 
regular farm hands in the armed services, 
there was a call for local townspeople and 
college students to work in the fields. 


Asset figures for fifty largest members, Savings and Loan League. 
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HENRY E. SHELTON, assistant cashier, 
First National Bank of Pullman, 
Washington 


Banker aboard farm combine 


The accompanying picture shows Henry 
E. Shelton, assistant cashier of The First 
National Bank of Pullman, doing his share 
to see that the county’s bumper pea crop is 
harvested. He is sewing sacks aboard a 
combine. 

A number of other instances of banker- 
harvesters have been reported, particularly 
in the Northwest. 

For example, more than 100 Seattle 
bankers and members of their families were 
said to have organized a “‘bankers’ Sunday,” 
to help pick the local berry crop. 

Banker patriotism thus takes many 
forms, in addition to the more customary 
selling of war bonds and financing of war 
industries. 

. + + 


Effect of War Restrictions on 
Savings and Loan Business 
Indicating that the war restrictions have 


as yet had a relatively light adverse in- 
fluence on the savings and loan assdciations, 


a recent report reveals that more than half 
of the associations with assets of above 
$5,000,000 showed net gains during the 
first six months of this year. Further- 
more, three out of every four of the associ- 
ations of this size had larger asset totals as 
of June 30, 1942, than they had twelve 
months before. 


The largest gain for the half year was | 


over $2,000,000 by the Boston Federal 
Savings and Loan Association, while the 
Minneapolis Savings and Loan Association 
had the second largest growth of more than 
$1,000,000. ‘There were ten others which 
increased their assets by between half a 
million and a million dollars. 

There are now forty-nine member associ- 
ations of the United States Savings and 
Loan League with assets over $10,000,000. 
Holding its own as the nation’s largest is 
the Perpetual Building Association, Wash- 
ington, D. C., which had $55,363,607 as 
of June 30. 

According to H. F. Cellarius, secretary- 
treasurer of the United States Savings and 
Loan League, the combined assets of all 
the league’s member associations of $5,000,- 
000 and over are now $1,600,120,822. The 
fifty largest member associations are listed 
in the tabulation below. 
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Recruiting Grounds for 
Bank Employees 


In the Los Angeles area, with its air- 
craft factories and myriad other war indus- 
tries, the normal turnover of 10 per cent 
for bank employees has been increased to 
at least 40 per cent. Of necessity, the 
banks have developed numerous ideas for 
recruiting new employees. 

One bank, turning to the schools as a 
recruiting ground for junior clerks, has 
set up a model bank to show boys and girls 
nearing graduation what bank operations 
are, and why banking offers a desirable 
career. The results are said to be excellent. 

This bank, however, still finds that its 
best sources of personnel are its own em- 
ployees, who keep their eyes open for 
acquaintances who might qualify for bank- 
ing work. 

Some Los Angeles banks have found 
good recruits among men and women han- 


Over half of larger associations show gains in 1942 








No. Name Assets 6-30-42 | No. Name Assets 6-30-42 
| Perpetual Bldg. Assn. Washington... . $55,363,607 | 26 CapitalS. & L. Company.................. ee Ses $12,754,629 
: ory oa S. & ony ’ _ hes City yt | 2 pa ob gt ey Bil = Scher ac oeete ae pant ree 

‘olony Co-operative Ban rovidence . 31,639, rial Fed. S. ee eee es ew York City.. 12,495, 
: et eee Fed. S. & - —_. Indianapolis glass | 29 ee ae Bldg. Assn........... eee: LFS pty 
erchants Co-operative Ban Boston me: ee eg eS eee ew York City.. 12,161, 
6 Buckeye State B. & L. Company .Columbus . 24,588,202 | 31 Greater Louisville First Fed. S: & L. Assn....Louisville....... 11,843,785 
7 Home S. & L. Company.... . Youngstown 24,320,582 | 32 Southern Cal. Bldg. & L. Assn.............. Los Angeles... .. 11,781,063 
8 Worcester Co-op. Fed. S. & L. Assn. .. Worcester me eg Oe) ee a ee ee 11,758,737 

‘ _ vk _— en Chicago . 23,251,478 | 34 First Oe Se ee era eee — ere: ara 

I! Minneapolis. & L- Asya Mianeapoiis..... 220061336 | 36 Boston Fed.S: &L- Agen... 220.000. Bamton 2.) 257.269 

12 Farm & Home S. & L. Assn. Nevada . 21,666,692 37. Washington Permanent Bldg. Assn.......... Washington. .... 11,216,323 

13 Minnesota Fed. S. & L. Assn. St. Paul . 21,000,353 | 38 Equitable Co-operative Bank.............. eer 11,200,012 

14 Pacific First Fed. S. & L. Assn. .. Tacoma 20,463,911 | 39 Citizens S. & L. Asen.................0055 re 11,187,440 

ee yg Bank 2s yeah epee | = 7 oe rye Se eee — So 2 pee or 

ison S. . Assn. ew York City. 869, | ron S. Ne Oo tee es ope 169, 

17 Cost Fed. S. & L. Assn. ..Los Angeles 18,632,574 42 Baltimore Fed. S. & L. Assn...............Baltimore....... 11,126,988 

18 First Fed. S. & L. Assn... .. Miami . eee . | «3 Reet Pod, S G2. Bek... onc. cc cass Youngstown..... 10,732,873 

19 Twin City Fed. S. & L. Assn. .Minneapolis. . 16,540,157 | 44 Hyattsville Building Assn.................. Hyattsville...... 10,528,661 

20 Equitable S. & L. Assn... .Portland, Ore. 16,108,944 | 45 Safety Federal S. & L. Assn................ Kansas City..... 10,498,095 

21 American Building Assn. Washington..... 15,240,053 46 Equity S. & L. Company.................. Cleveland....... 10,495,351 

ro ee . . i. ‘— i City erie | 47 saw owt .% <a ett: at, ggg pane 

tate Mutual B. & L. Assn. ..Los Angeles..... 14,282,52 | 4B Heete Peek, we Oe Be Macc oes Sede ew York City.. 10,300, 
24 Eagle S. & L. Assn. Cincinnati . 13,713,168 | 49 Oklahoma City Fed. S. & L. Assn........... Oklahoma City.. 10,206,206 
25 Avery Building Assn... . Louisville. ...... 12,756,475 | 50 Citizens Fed. S. & L. Assn.................Dayton......... 9,988,954 
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When headlines scream that in- 
trepid American aviators have de- 
stroyed enemy battleships and 
planes, or bombed distant places, 
how little do we think of the work 
that is being done, behind the 
scenes, to make such heroic deeds 


possible. » » America’s offensive ef- 


fort is being conducted on a prodigious scale. The 


job of training and equipping our Armed Forces in- 
volves the whole nation, and our Soldiers of Produc- 
tion far outnumber those in the field. » » Payments 


for labor . ... payments for services ... payments for 
the materials used in the myriad manufacturing and 


» This Is An 
_ OAVAN 


nstrument 


business transactions that make up 
our War Effort are, of course, large- 
ly by check. The widespread ac- 
ceptance of checks dates back to 
1871 and the invention of La Monte 
Safety Paper—long used by 
America’s leading banks and 
corporations. » » We do not make 
checks. Our product is the paper which safeguards 
checks against fraudulent alteration or counterfeit- 
ing. Your trade mark or special design can be made 
part of this Safety Paper — which we furnish to your 
lithographer or printer. Ask him for samples of 
La Monte Safety Paper or write us direct. 
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dling money in other lines. Food markets 
seem to give good preliminary experience 
to their c ecking clerks, who total tlie self- 
serve customers’ purchases, make change, 
pass on checks, spot counterfeits. Some 
of these markets do a large business in 
cashing pay checks, and the clerks at the 
cash registers acquire a sound background 
for teller work. Men and women handling 
cash in restaurants, offices and wholesale 
éstablishments are also good recruits. 
-° At least one bank has mobilized its 
‘country correspondents. It has inserted 
advertisements in small-town newspapers, 
describing the nature of bank work, and 
inviting applicants to discuss the matter 
with their local banker, and to file applica- 
tions to be forwarded to the city bank. 
Other banks have made a search for men 
and women of middle years who have in 
the past been bank employees. Some of 
them, whén found, are willing to go into 
banking again, and can be quickly trained 
for responsible positions. Men in the 
upper age brackets with other business 
experience are also good possibilities. 
anks have lengthened their hours for 
interviewing job applicants, with worth- 
while results. Employment procedure has 
also been “streamlined.” The applicant 
found suitable for bank work is immedi- 
ately hired, and put to work on a proba- 
tional basis. Meanwhile, a more detailed 
investigation of character and community 
— is made. When the investigation 
is satisfactory, the probational employee 
is Sarg a permanent status. 
jith many of the most promising young 
men being drafted, or enlisting, bank per- 
sonnel managers are scheduling the proba- 
ble losses for coming months, and are pre- 
paring to promote or give special training 
to men capable of filling the gaps. 
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The First National Bank of Madison, Madison, Wisconsin 


Nearly 4,000 visitors attend flower show in bank’s lobby 


Flower Show Draws Public to 
Bank’s Lobby 


When The First National Bank of Madi- 
son, Wisconsin, opened its doors for busi- 
ness on Tuesday morning, August 11, the 
early customers stared in amazement. 











— WARTIME CHANGES 


In New England, as elsewhere, 
wartime changes have affected 
practically every type of business. 
This bank’s accurate and up-to- 
the-minute knowledge of business 
and credit conditions is now of 
particular value to correspondent 
banks throughout the nation. We 


cordially invite your inquiry. 


The National 
Shawmut Bank 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 








In writing to advertisers please mention The Burroughs Clearing House 








They saw for the first time in Madison’s 
history a flower show held in a bank. It 
was the first annual two-day flower show 
of the Madison Gladiolus Society, and was 
devoted entirely to gladioli, consisting of 
almost three hundred different displays. 

Before the show closed on Wednesday, 
August 12, almost 4,000 visitors had filed 
through the lobby to see the exhibit. 

The First National Bank awarded a 
handsome trophy to the top winner and 
hundreds of ribbons for other honors. A 
special showing was held on Tuesday 
evening and was attended by more than 
1,500 persons. Brochures relating the 
bank’s 7 were distributed by members 
of the stafi, who acted as hosts and 
hostesses. 

When the exhibit was over, all the 
flowers were sent to the local hospitals 
where they were made up into bouquets 
for the patients. 

Commenting on the success of the 
activity from the bank’s standpoint, Presi- 
dent T. R. Hefty says: “The entire pro- 
gram was given for the enjoyment of the 
—— public and was doubly ee 

or this reason. Sponsoring this flower 
show in the lobby of our bank was one of 
the finest things we have ever done. Many 
of the people who attended told us that 
they had never before been in the bank. 
We are so pleased with the results that we 
are already making plans for a much 
larger show next year.” 


° Sf ° 


War’s Effect On Small 
Home Payments 


The small home owner, long recognized 
as one of the best credit risks in the world, 
is meeting payments on his home with his 
usual regularity and promptness in spite 
of the war’s dislocation of civilian indus- 
try, the real estate loan department of the 
Security-First National Bank of Los 
Angeles reveals. 

“Although 32 per cent of the moderate- 
income families in this area have been hurt 
financially by the war, this fact is not dis- 
cernible from loan records,” reports J. E. 
Hatch, vice-president of the bank. ‘“‘Pay- 
ments on loans on small homes continue 
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to be made with outstanding regularity. 
Affecting the picture favorably is the fact 
that about 21 per cent of the workers in 
Los Angeles County are working in war 
industries at higher pay.” 

The i gwen established years ago by 
the small home owner for thrifty habits, 
proennt payment of bills and scrupulous 
regard for obligations is being steadfastl 
maintained today, Mr. Hatch declared, wit 
the small owner making a better record 
than his wealthier neighbor. Home owners 
with earnings under $3,000 a year have a 
loan payment record 6 per cent better than 
those earning $6,000 a year, and 10 pee 
cent better than those earning $10, 

a year. 
Oi “eae 


Former Bank Advertising Man 
Joins Agency 


Robin E. Doan, former bank advertising 
man and frequent contributor to The 
Burroughs Clearing House, has recently 
joined the staff of toe Livingston Adver- 
— Agency, San Francisco. 

r. 


oan was for eight years Director . 


of Public Relations of the Denver National 
Bank, resigning this position to take a trip 
around the world shortly before the present 
war. Upon his return to this country he 
became managing editor of The Bankers 
Magazine in New York City, 

Mr. Doan is also co-author of the book 
“Increasing Personal Loan Business,” and 
author of a book on bank advertising to be 
published this fall. 


7 e Sl 


New Idea in Car Card 
Advertising 


New Yorkers riding in the subway trains 
now have a new pastime of studyin 
silhouettes of war planes at the end o 
each car. These silhouettes are reproduced 


7 NEW YORK SAVINGS 


8'" Avenue corner 14% Street 


Eyé-catching car card 


in a series of car cards developed for The 
New York Savings Bank. 

Each card, as shown in the accompany- 
ing illustration, displays a large plane 
silhouette with the question, ‘Friend or 
Foe?”’. The identification, brief descrip- 
tion, and special spotter points are cited in 
smaller type below. 
copy promoting war bonds, thrift, and 
savings bank life insurance, and an invita-, 
tion to call at the bank for a free copy of 
pocket spotter cards. There has been a 
steady demand for these pocket cards. 

‘ According to William G. Green, presi- 
dent of the bank, the first two cards showed 


a Boein, nda Fortress and a Dornier 
Flying Boat. ey were forerunners of a 
series which will -dentify the ge types 
of war planes now being used by the Allied 
and Axis air forces. Each plane is de- 
scribed by four salient features: the num- 
ber of engines, the anape of the wing, the 
a in feet, and the shape of the tail. 

e New York Savings Bank advertising 
is handled by the Merrill Anderson Com- 
pany of New York. 
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Cincinnati Bank Safeguards 
Thomas Jefferson Letters 


The Central Trust evn. aig of Cincin- 
nati, Ohio, is the repository of two letters 


written by Thomas Jefferson. They are 
owned by an 87-year-old customer who 
keeps them in one of the bank’s safe 
deposit boxes. | 

ne of the letters is of particular interest 
at the present time, and illustrates how 


farseeing Thomas Jefferson was. It was. 
written in 1784 to a cousin, and reports in 
detail some French experiments with bal- 
loons. Jefferson speculates on the possible 
uses of such lighter-than-air craft in war, 
for reconnoitering over enemy lines and 
carrying supplies. His letter is amplified 
with sketches and statistics. 

The two Jefferson letters have been 
reproduced in pamphlet form, and the one 
discussing the balloon experiments has 
created considerable interest in aeronauti- 
cal circles. 








There is also brief’ 








EAGLE-A 


ARAN 
PAPERS 


role in your business. 


in every grade. 








Like warships on a mission at sea, paper plays an important 
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PAPER “task forces” Z 
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Every department has its “mission” and requires a properly 


organized “task force” of paper. Whether accounting or pro- A) 
motion, advertising or production, each department's needs differ. ne 
To keep materials flowing from machines, to maintain com- rs 
munication with customers, ‘to retain the good will of 


distributors and consumers, you can select an appropriate “task Ps 
force” from the great resources of EAGLE-A Lines. (a) 


EAGLE-A Papers embrace Bonds, Ledgers, Writings, Bristols, 
Mimeographs, Offset, Book, Cover and Advertising Papers, as 
well as Technical, Industrial and Special Papers. Printers, litho- 
gtaphers and engravers recommend and use them because they 
recognize the EAGLE-A watermark as the symbol of excellence 
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WHAT CITY OWNS 


OF ALL GREAT LAKES 
SHIPPING? 
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ANSWER: Of all the U. S. and Cana- 
dian cargo carriers operating on the 
Great Lakes, 64% of the tonnage is 
owned in Cleveland. 
a 

Most of these ships are ore carriers, 
bringing to Cleveland each year, 
greater quantities of ore than are 
handled by any other city in the 
country. 

Prominent as the shipping and ore 
industries are, they are but a portion 
of Cleveland’s business, for Cleveland 
is the second most diversified indus- 
trial city in the United States. 

Closely allied with this vigorous 
industry for 52 years, Central National 
Bank is part and parcel of Cleveland 
activity. 

Our on the ground contacts enable 
us to give you and your business 
valuable service and the benefit of 
broad experience in this area. We 
invite your inquiries, 


CENTRAL 
NATIONAL BANK 
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DIEBOLD Safe & Lock Co 





Bank Equipment Concern Wins 
“E”’ Award 


One of the foremost suppliers of bank 
equipment in its field, the Diebold Safe 
and Lock Company of Canton, Ohio, was 
recently presented with the Army-Navy 
“E” award for outstanding performance in 
the production of war material. It was the 
first plant in the Canton area to receive 
this high honor. 

An accompanying view of the presenta- 
tion shows Major Harry P. Croft awarding 
the flag to A. J. Roos, president and general 
manager of the Diebold Company, and 
Emil Gebel, oldest employee in point of 
service. 

With its long experience in making 
equipment that would resist the safe 
cracker’s drill, torch or nitroglycerine, the 
Diebold concern has been able to apply its 
knowledge most effectively to the treat- 
ment of steel to deflect Axis bullets and to 
protect our armed forces. Diebold armor 
plate protects the vital points in the 
American bombers and pursuit ships, and 
is also used in scout cars and marine tanks. 


° ¢ 7 


Record Repayment of 
Farm Loans Reported 


The National Agricultural Credit Com- 
mittee composed of representatives of farm 
organizations, bankers, life insurance com- 
panies, other mortgage lenders, and govern- 
ment agencies, meeting in Chicago re- 
cently, reported that farmers are retiring 
their farm mortgage debts at an unprece- 
dented rate due largely to the favorable 
income which farmers are receiving and 
their desire to get out of debt. At the same 
time they reported very little evidence of 
speculation in farm lands and that prices 
of farm real estate have tended to level off 
during recent months. 

The committee, according to the chair- 
man, Governor A. G. Black of the Farm 
Credit Administration, summarized the 
situation in the farm mortgage field as 
“satisfactory.” He expressed the gratifi- 
cation of the committee at the repayments 
which farmers have made during the last 
year or more ahead of those scheduled in 
their contracts. The committee reported 
that many farmers are not only making 


From bank safes to armor plate for planes and tanks 








advance payments on loan installments, 
but that the record of complete pay-offs is 
exceedingly high. 

Discussions of the committee brought 
out that farm real estate prices in many 
parts of the country now agers 


what might be called normal when viewed 
from a long-term earnings standpoint. It 
was the consensus of those oe the 
meeting of the National Agricultural 
Credit Committee that normal values 
should continue to be used in appraisal. of 
properties rather than prevailing market 
prices. It was their opinion that if prices 
of farm real estate should rise above the 
current approximate normal levels they 
would not follow them upward in making 
appraisals for loan purposes. 


¢ ° 


Financial Trends Revealed by 
Bankers Encyclopedia 


The defense and war activity of the past 
three years has greatly increased deposits 
and total resources of banks. The tabu- 
lation of the country’s 14,964 banks in their 
statements as of June 30, 1942 reveal bank 
deposits of $84,159,123,000 with total re- 
sources of $93,371,094,000. Comparing 
pre-war figures, total bank statements as 
of June 30, 1939 showed deposits of 
$65,682,347,658 and resources of $74,938,- 
970,237. 

These are among the interesting facts on 
financial trends developed by R. L. Polk 
and Co., in their Bankers Encyclopedia, 
the 96th semi-annual (September) edition. 

Since the banking holiday in 1933, New 
York City led the way in increasing de- 
posits until June 30, 1941, when their peak 
was established. New York City’s bank 
deposits rose from $12,469,339,000 on June 
30, 1933 to $19,434,576,000 at the same 
date in 1939, to a peak of $24,437,488,000 
at June 30, 1941. During the past year 
this figure dropped, and June 30, 1942 
showed total deposits of $23,811,736,000. 
Chicago, the other Central Reserve city, 
had deposits of $1,705,426,000 on June 30, 
1933. This increased to $3,459,250,000 by 
June 30, 1939. This increase still continues 
as of June 30, 1942, when Chicago deposits 
were $4,814,897,000, a new all time high. 
Deposits for the entire country were 
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$43,651,374,000 on June 30, 1933, $65,682,- 
348,000 on June 30, 1939 and $78,811,312,- 
000 on June 30, 1941 compared to the 
$84,159,123,000 on the same date this 
year. 

The greatest increase in deposits have 
been made in defense centers. Since de- 
fense and war production activity has 
spread to many cities and small towns their 
“Main Street” has become an increasing 
financial center. Many cities and towns 
have practically doubled their bank de- 
posits since June, 1939. Every state shows 
an increase in deposits during the last three 
years. 

This increase in deposits reveals the 
country’s banks are handling a larger 
volume of business than ever before. 


° * * 


Palm Beach Bank Increases 
Savings Interest 


The First National Bank in Palm Beach, 
Palm Beach, Florida, has increased the rate 
of interest on savings accounts effective 
September 1, 1942, to the following: On 
savings accounts from $1 to $5,000 the rate 
. of 1%% per annum. On accounts over 
$5,000, 4% of 1% per annum. Interest is 
credited on June 30th and December 30th 
each year. 

The First National Bank believes this 
added incentive will influence many to save 
more money for the purchase of War Bonds 
systematically, and is in line with the 
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t Government’s policy that everyone should 

y save a portion of his income during high 

4 wages. 

1 o . * 
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j An Old Advertising Theme 

; in New Dress 

f Something different in the way of a 

want ad was recently inserted in a local 

r) 

: 

t Eon: man and woman 

: at Hammermill is 

r honored that our com- 

c pany has earned the 

: coveted Army-Navy Pro- 

duction Award. Honored 

f : that our ‘know-how’ in 

P . . making and delivering 
First National Bank || paper is helping America 

Memies Feder! Dept meranee Corporation in its war effort. Each of 

; us is pledged to look up- 

on the ‘E’ badge that we 

: wear and the ‘E’ flag 

; Dollars looking for work that we fly not only as a 

c reward for the past but 

: ati hallenge and an in- 

. Santa y cody Be dmg ee ee ce pMMERM spisetion for the future.” 

) It was in reality a display ad, a Ve {MEO-BO 

; a blow-up of an ingenious classified a iy M 


under the heading, “Situation Wanted.” 
The bank announced that it had good 
, American dollars looking for honest and 


useful work, preferably war work. It 
urged private individuals and small or 
large concerns in need of loans to contact 
the bank. 

A novel way to promote the bank’s stock 





mermi 
in trade, “dollars for hire.” om ° .#al ll 








12 





THE BURROUGHS CLEARING HOUSE—October, 1942: 


and your 


THK WAR 


INSURANCE AGENT 





HESE are days when it is 
* cae that we all have a 
sympathetic understanding of the 
other fellow’s problems. No seat 
on the bus, no berth on the train, 
no room in the hotel, the laundry 
late, no meat, no coffee, no gas-- 
so what? The railroad’s at war, the 
hotel’s at war, the laundry’s at war 
—we’re all at war. Your insurance 
agent (or broker) is at war. Many 
of them are actually fighting. All 
of them are doing the best they 
can under the circumstances. 


They’re carrying on... 


The business of those agents who 
are in the armed services is fre- 
quently being carried on by their 
associates— sometimes by members 
of their immediate families. We 


HARTFORD INSURANG 


Hartford Fire Insurance Company + Hartford —— and —_ i et 





urge that you continue your insur- 
ance account with such agencies. 
We shall be glad to be of service 
to anyone whose insurance man 
has gone to war. If you have any 
questions toask regarding any form 
of insurance—write us. We won’t 
solicit your business and will en- 
deavor to be as helpful to you as 
we possibly can. 


For the duration... 


Your insurance man can’t get 
around today as much as he would 
like to. The tire and gas situation 
is preventing the personal delivery 
of renewal policies and interfering 
with the frequent checkups that 
most insurance men like to make. 
You can help by calling on your 


insurance agent if you are near his 


office and by advising him by 
phone if you are in need of addi- 
tional coverage. And be sure to 
tell him if there is any change in 
the status of your affairs. 


For your protection... 


Nothing will interfere with your 
agent or broker furnishing you with 
any form of insurance protection. 
You may be sure of that. But 
don’t wait for him to see you. If 
you need insurance, give him a 
ring or call at his office. You may 
find him typing his own polices 
and writing letters in longhand be- 
cause some young woman in the 
office has just become a WAAC 
or a WAVE. But he will give 
prompt attention to your insur- 
ance needs—as usual. 


Keep’em Flying! 











THE TWO HARTFORDS WRITE PRACTICALLY EVERY FORM OF INSURANCE EXCEPT LIFE 
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New home, First National Bank, Redwood City, and on opposite corner, former quarters occupied for 50 years 


NEW POLICIES FOR NEW CONDITIONS 








Small City BANKIN 


Relating how an alert bank has adjusted its operations to serve 
its community in wartime, thereby finding new channels of income 


active part in the development of 
California’s picturesque Peninsula 
region, particularly in handling home 
financing, auto and equipment con- 
tracts and various types of consumer 
loans. Today, due to priorities and 
WPB freezing orders, many of these 
peacetime’ activities are either slowing 
down or have stopped altogether. 
Before Pearl Harbor our loan ratio 
to our deposit line, as of June 30, 1941, 
was 70 per cent. A year later, as the 
result of adjusting operations to meet 
wartime conditions and finding new 
channels for loans, our loan ratio is 
still around that figure and bank earn- 


Pict years our bank has taken an 


By 
J. ELMER MORRISH 


Vice-president and Manager, First National 
Bank of San Mateo County, Redwood 
City, California 


ings have been maintained on a satis- 
factory basis. 

Redwood City is the county seat of 
San Mateo County. The county is 
bounded on the north by San Fran- 
cisco, on the east by San Francisco 
Bay and on the west by the Pacific 
Ocean. It is a favored residential 
area. Family heads commute daily 





from the Peninsula communities by 
frequent Southern Pacific trains or 
bus service to San Francisco. Our 
city population is listed as 12,453 in 
the 1940 census, but is estimated today 
at 15,000. Our shopping population 
is about 30,000, according to sugar 
ration book applications. We are 
30 miles from the San Francisco 
financial district. 

Over the hills from Redwood City 
is a vegetable garden area where 
celery, peas and artichokes are raised 
commercially, and a cut flower indus- 
try that amounts to $8,000,000 annu- 
ally in peacetime. To round out our 
business economy, Redwood City’s 








View of main banking room. 


municipally-owned harbor facilities 
provide deep water anchorage for 
ocean going vessels, and in the outer 
harbor industrial area are located two 
tanneries, a large plant of Pacific 
Portland Cement Company, a cement 
loading plant for shipbuilder Henry J. 
Kaiser, an active salt works, Plant 
Rubber Asbestos Company, and a 
newly-built $200,000 plant of the 
National Motor Bearing Company, 
just moved over from Oakland, em- 
ploying 600 people. Three branches 
of large San Francisco banking institu- 
tions are operated in Redwood City. 
Our bank was founded in 1891. 
Its first business was conducted on 
planks suspended across a couple of 
barrels because counter fixtures were 
late in arriving. At that time it was 
the only bank between San Francisco 
and San Jose, and performed the usual 
functions of a county bank serving 
an area based largely on an agricul- 
tural and redwood lumbering economy. 
During the period of community 
transition our bank has grown from 
total resources of $192,789 in 1892, the 
year after its opening, to $4,595,560 
as of June 30, 1942, representing more 
than 5,000 accounts. In March last 
year the bank celebrated its 50th 
anniversary by moving across the 
street into a new $100,000 building. 
The bank looks primarily to loans 
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for earnings, and down, through the 
years there has been no difficulty in 
getting our money loaned out on a 
sound loan basis. Bad loan losses have 
been almost nil. Our principal loan 
business has been real estate and home 
building. During the past five years 
home construction has been very active 
and we have financed many new homes 
under FHA Title II, and home im- 
provements under FHA Title I. 


HERE has also been an excellent 

demand for a type of summer home 
in the Coast Range foothills back of 
Redwood City. These homes are 
popular for country week-ends and 
are built in the $2,500 class, coming 
under Title I, Class 3. 

Next in importance to home financ- 
ing have been contract loans on auto- 
mobiles, commercial and home equip- 
ment loans, bills receivable and ware- 
house receipts. The home appliance 
loans are mostly dealer obligations; 
active contacts have been maintained 
with dealers in automobiles, home 
appliances, and with contractors and 
builders. 

Along with the priorities and restric- 
tions under the wartime economy of 
today have come adjustments in our 
operations and changes in the type of 
loans we are making. 


Loans are now being made to 








The bank has resources of over $4,500,000 with more than 5,000 accounts 


finance the building of housing accom- 
modations for war workers, as Red- 
wood City has been declared a war 
production area. Loans are also being 
made to enable war workers to pur- 
chase homes. The National Motor 
Bearing Company, a peacetime indus- 
try, is now working on war contracts. 
Many of its 600 employees have been 
brought here from other communities 
and must have places to live. It is 
necessary to help these workers finance 
new homes. In some instances workers 
have applied to us for loans for down 
payments, which it is permissible to 
make to this type of defense worker. 

In the older settled section of Red- 
wood City are houses which had 
deteriorated through long use and age. 
Loans are being made to repair and 
rehabilitate these places to relieve the 
housing shortage. When repaired and 
painted these homes rent readily for 
$40 to $50 a month. 

Many people here are making more 
money than before in war plants and 
want to finance improvements to their 
own homes. Under FHA Title I, 
loans can be made for this purpose up 
to varying amounts depending on the 
nature of the projects. This is a good 
source of loans for us today. 

We are making loans to men to 
equip themselves for work in war 
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plants. Machinists may need new 
tools or new foremen require sets of 
Johannson gages for precision measure- 
ment. We have made a number of 
loans for purchases of Johannson 
precision blocks. 

We have also made loans to cus- 
tomers who have been given jobs in 
some other territory and needed the 
money to buy their outfits; also to 
Army and Navy officers going into the 
service for uniforms. These loans are 
more of a personal type and serve a 
very good purpose. 

A surprising number of what we 
term “baby” loans are being made. 
These are intended to cover hospitali- 
zation and medical care for new babies 
due to arrive. Loans are also being 
made to cover surgical treatment and 
dental care. 

Lately we have been making loans 
for the purchase of bicycles. Many of 
these loans have been made to towns- 
people who live at some distance from 
the railroad station or business district 
and are planning ahead for the time 
when their tires will not be serviceable 
and they will need auxiliary transporta- 
tion. 

More and more these days residents 
living on the outer edge of town are 
riding bicycles to the bank, to save 
tires on the family car. We are now 
installing a large bicycle rack for their 
convenience. 

Another new trend is discounting 
notes for professional people. We 
have several doctors and dentists in 
particular for whom this arrangement 
has proved very convenient, and also 
profitable for the bank. It is a good 
source of loans now when others are 
no longer available. 

In a community like this we know 
pretty well the credit rating of our 
people, and have handled many per- 




















J. W. LOCKER, 
Assistant Cashier 


THEODORE N. THOMPSON, 
Cashier 





J. ELMER MORRISH, 
Vice-president and Manager 


Loan volume has been maintained at about 70% of deposits 


sonal loans, especially smaller loans 


of $100 and up, with and without co- - 


makers. These loans are based almost 
entirely upon the character and general 
reputation of the individual. Our 
experience in handling these personal 
loans has been very good. 


UR investments before the war, as 

well as now, have been concentrated 
in short-term governments and munici- 
pals. We depend upon our loans for 
earnings, and our portfolio of govern- 
ments and municipals covers practi- 
cally all our investment holdings. 

Safe deposit rentals have been very 
active, and have increased 100 per 
cent since the outbreak of war. When 








The bank’s promotion program is now : War Bonds and Stamps 





we moved into our new quarters our 
old boxes were turned in to the manu- 
facturer, as we felt that the new 
installation would be sufficient to 
serve the needs for many years to 
come. Recently there has been such a 
demand for safe deposit facilities that, 
when we were unable to buy any more 
new boxes, we bought back all the older 
boxes and put them into service again. 

The growth of our bank has been 
brought about largely by a recognition 
of the needs of a progressive, home- 
loving community and by an effort on 
our part to supply dependable banking 
service, to maintain good public rela- 
tions, and to create a friendly, home- 
like atmosphere for our customers. 

For years our bank has believed that 
participation in civic affairs has an 
important place in our public relations 
program, and that any worthwhile 
effort which helps build the community 
or contributes to its welfare also 
benefits our institution. All of our 
officers, directors, and many of our 
employees take a very active interest 
in civic affairs, and in various business 
and fraternal organizations. 

Where families with children pre- 
dominate, as in our district, cultiva- 
tion of the youngsters, especially the 
smaller boys, brings many unforeseen 
returns. We cultivate them by doing 
such things as taking care of the 
athletic funds of the high school, help- 
ing out on Boy Scout activities or 
having staff members serve as Scout- 
masters. We make a special effort to 
have the boys and girls feel at home 
when they are sent to the bank to 
cash a check or make a deposit. 

Today the bank’s promotion pro- 

See SMALL CITY BANKING—Page 32 
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The Vicrory Funp 


Procram for Banks \ 


ANKS have made a notable record 
B in promoting the sale of War 

Savings Bonds to the general 
public. 

Now the banks are confronted with 
another challenge. It is the Victory 
Fund program, which has as its basic 
purpose the placing of Treasury issues 
with large investors, other than com- 
mercial banks. 

Here again, the Treasury is depend- 
ing primarily upon the commercial 
bankers, working in co-ordination with 
securities dealers and business execu- 
tives, to “‘deliver the goods.”” Wehave 
a great responsibility, and a great 
opportunity for patriotic service. 

Speaking frankly to fellow bankers, 
I am forced to admit that so far there 
does not seem to be a full realization 
of the immensity of the job ahead, or 
of the part which individual banks can 
play in it. Victory Fund workers are 
assisting in what has been described 
as the greatest financing operation in 
the world’s history, having as its goal 
the distribution of approximately $3 
billion in war securities to large inves- 
tors each month. 

Because of the vital importance of 
this activity, I have been asked to 
relate what is being done in Illinois, 
and in my own bank, to further the 
objectives of the Victory Fund pro- 
gram. Despite the fact that the work 
at this writing is still somewhat in the 
organizational stage, some experience 
has been gained, some progress has 
been made, and some problems have 
been encountered that may be worth 
recounting, for the possible benefit of 
others. If I can give bank officers a 
clearer comprehension of the scope of 
the Victory Fund program, and of 
their individual responsibility to it, I 
will feel that the effort has been worth- 
while. 

First, briefly, a word about the 
organizational framework through 
which the program functions. As is 
generally known, Victory Fund Com- 
mittees have been set up in all of the 
twelve Federal Reserve Districts. Each 
Federal Reserve District has in turn 
been subdivided into a number of 
regional districts, and I happen to be 
chairman of the Illinois Regional Dis- 
trict, which has given me an oppor- 


By 
GROVER C. HELM 


President, The National Bank of Bloomington, Bloomington, Illinois, 
and Chairman, Illinois Regional Victory Fund Committee 


A considerable share of the responsibility for the 
success of the Victory Fund program rests squarely 
upon the nation’s banks, says the writer, who tells 


what is being done about it in Illinois and in his 


own bank. He also frankly discusses misconceptions 


that have arisen and objections often encountered 


tunity to watch the development of 
the program at close range. 

Each of the regional committees has 
been permitted to organize its district 
according to what it considers the most 
effective basis for that particular area. 
The Illinois Regional District, which 
includes all of the state except the 
Metropolitan Chicago area, has been 
split up into subdivisions correspond- 
ing to congressional districts, and a 
district chairman has been appointed 


for each. Also, an investment banker 
has been sppointed in each district to 
work with the chairman. Each con- 
gressional district is further subdivided 
by counties, headed by county <chair- 
men. In our regional organization we 


have eleven. district chairmen and 
eighty-three committee members. We 
have made every effort to appoint 
members with authority in their own 
institutions, who will be active. 

While it is, of course, essential to 
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War bond signs distinguish The National Bank of Bloomington 
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have this working organization, per- 
haps it should be pointed out here that 
all of the responsibility for the success 
of the Victory Fund program does not 
rest upon the committee members and 
district chairmen alone. To be success- 
ful, the program must have the whole- 


























The Iilinois Regional District 










The foundation for Victory Fund activity in Illinois district was laid at this organizational meeting in Bloomington 


hearted support and active assistance 
of the banks themselves. It is not a 
job for a few hard-working individuals, 
or a few “‘high-pressure”’ salesmen, but 
one which will require concerted effort 
within the banks. 

There is no thought here of minimiz- 
ing the contributions of the securities 
dealers and the business executives 
appointed to the Victory Fund com- 
mittees, but, nevertheless, the fact re- 
mains that a considerable share of the 
responsibility for the program rests 
squarely upon our banking institu- 
tions. 

Having thus committed myself on 
this point, one fair question is: What 
is being done about it in IIlinois, and 
more particularly, in my own bank? 


N Illinois, we have recognized that 

the program is largely an educational 
one, and that a first and foremost task 
is to acquaint potential investors with 
the types of securities that are avail- 
able. To this end, we have asked the 
county chairmen to obtain through the 
local banks the names of prospective 
buyers of Government securities, that 
is, individuals or institutions with 
sizable idle funds. These names have 
been forwarded to our able executive 
manager of the Victory Fund activity 
in the Seventh Federal Reserve Dis- 
trict, Mr. Francis F. Patton, and they 
constitute a mailing list to receive 
educational literature regarding the 








various Treasury issues. Following up 
this use of the list, we plan to distribute 
the names among the committee mem- 
bers for active canvassing. 

In many instances, there was an 
excellent response to the requests for 
names of eligible prospects. For ex- 
ample, from the five-county district in 
which Bloomington is located, approxi- 
mately 1,700 names were submitted 
through District Chairman Adlai H. 
Rust, executive vice-president of the 
State Farm Mutual Automobile Insur- 
ance Company. 

However, in compiling their lists, 
county chairmen in some instances 
encountered the objection that banks 
would be violating a trust by co- 
operating, and that it would be un- 
ethical for them to disclose information 
as to the financial standing of cus- 
tomers. This brings up the need for a 
secondary educational program in con- 
nection with the Victory Fund activity, 
and that program would be to acquaint 
the banks themselves with its objec- 
tives. In the instance cited, there was 
a mistaken idea of the purpose of the 
prospect list. It was not to extract 
secret information but to permit the 
compiling of a mailing list for educa- 
tional material prepared by the Treas- 
ury Department and the Federal 
Reserve District Committee. 

In discussing the Victory Fund 
activity with fellow bankers, I have 
found that there are three major 
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GROVER C. HELM 


Promoting distribution Tax Savings Notes is current main objective 


sources of misunderstanding over the 
program in general: 1. There is a fear 
that it will result in a corresponding 
drop in bank deposits; 2. It is regarded 
as a duplication of the work being done 
by the War Savings Staff; 3. There is 
little comprehension of the magnitude 
of the Government’ financing job that 
lies ahead. 

To bankers still thinking in terms of 
losing deposits, my answer is that they 
must divorce that thought from their 
minds and think in terms of getting as 
large a volume of war securities as 
possible into the hands of investors. 
Even if bank deposits were to shrink, 
this would still be essential. The fact 
that is commonly overlooked, how- 
ever, is that funds thus made available 
to the Government are rapidly spent 
and find their way back to the banks 
in the form of new deposits. As a 
matter of fact, the outlook is for bank 
deposits to rise substantially, rather 
than to decline. 


AS to duplication of effort, this idea 

has arisen because the personne! of 
both Victory Fund Committees and War 
Savings Staffs promote investment in 
Series F and G Bonds. However, the 
Victory Fund effort is directed toward 
the larger investor with surplus funds, 
while the War Savings Staff promo- 
tion is directed primarily to the general 
public. The activities of the two organi- 
zations are distinctly separate. 

Third, in regard to the magnitude 
of the Treasury’s financing needs, it is 
not completely understood by some 
bankers why it is urgently advisable to 
obtain as large a percentage of the 
required funds from investors other 
than commercial banks. To borrow 


directly from these banks tends to have 
an inflationary effect, at a time when 
our major battle on the home front is 
to forestall inflation. Bankers have a 
tremendous stake in the outcome of 
this battle, and they have an oppor- 
tunity to fight on a “‘first’”’ front by 
aiding the Victory Fund program in 
every possible way. 


ON this same subject of the magnitude 

of present government financing, 
some bankers are inclined to view with 
alarm the growing national debt, and 
to express their personal doubts to 
me as to whether they should actually 
recommend ‘Treasury obligations to 
their customers. Their fear is that 
there may be some future repudiation 
of the debt. 

Regardless of any individual views 
on the subject of the national debt, 
our Government is going to prosecute 
this war vigorously, and the Federal 
deficit is going to mount rapidly. This 
is the very reason why the Victory 
Fund program is so essential, for if 
financing needs were slight they could 
be easily absorbed by the commercial 
banks without ill effect. 

Furthermore, these government obli- 
gations are a direct lien against the 
tremendous wealth of the entire coun- 
try, and we have the assurance of fore- 
most economists that even the huge 
debt that is forecast will not be in- 
supportable. Of course, this is con- 
tingent upon our winning the war, but 
in case of defeat all other values in this 
country will likewise be unpredictable. 

One additional thought on the need 
for a preliminary educational program 
among the bankers themselves, in con- 
junction with the Victory Fund ac- 


tivity. My experience since the Illinois 
Regional District has been organized 
has emphasized to me the fact that 
many bank officers are not familiar 
with the essential features of the 
various Treasury issues, and thus are 
not able to advise their customers as 
to comparative advantages and dis- 
advantages, or to suggest the invest- 
ments that best meet individual needs. 
Therefore, it seems to me that one of 
the tasks of the banker-members of 
our Victory Fund committee will be to 
spread information within their own 
organizations. 

At The National Bank of Blooming- 
ton, our officers are familiar with the 
Treasury offerings and we regard our 
part in the Victory Fund program as 
an institutional job, instead of some- 
thing extraneous to be handled exclu- 
sively by one individual who happens 
to be affiliated officially with the 
activity. 

In our bank we tend to stress Series 
G bonds to Victory Fund prospects, 
although this depends, of course, upon 
individual needs. There are quite a 
number of older residents in our com- 
munity with relatively large funds 
available for investment, but who need 
a certain amount of income. We find 
that the Series G bond seems to meet 
their requirements very well. The 
banks in Bloomington have discon- 
tinued the payment of interest on sav- 
ings deposits, and farmers and others 
are now paying off mortgages, so that 
many individuals are coming to us for 
advice as to what to do with their 
money. Our answer invariably is: put 
your funds in Government bonds. We 
then analyze their financial situation 
and recommend the type of security 
best suited to their age, income needs, 
etc. 

As a typical example, just the other 
day an elderly lady was sent to us by 
a local attorney for investment advice. 
She had a fairly good-sized amount of 
cash to invest. We first asked her if 
she needed income, and found that she 
did. Thereupon we advised invest- 
ment in Series G bonds, suggesting 
that they would provide a regular in- 
come plus safety of principal. Upon 
advice from another financial institu- 
tion, she had previously invested some 
spare cash in Series E, despite the fact 
that her life expectancy is quite 
limited. When we outlined the fea- 
tures of Series G, she immediately 
exclaimed, “‘Why, that’s exactly what 
I want!” 

In our own institution, we tended to 
recommend Series G instead of the 
2% per cent Registered Treasury 
Bonds of 1962-67, particularly for indi- 
viduals. Of course, there is a place for 
the latter type of “tap” issue, espe- 
cially in the case of large institutional 
investors which are limited in the 

See VICTORY FUND PROGRAM—Page 34 
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Banking as Viewed 
trom WWasHINGTON 


, cn cone Mi Ch Sai See CO, te es et te ee 
By HENRY D. RALPH, Washington Correspondent 


U. S. May Follow British 
Banks on Coupon Banking 


A new war job for bankers is under 
active consideration by Washington 
officials —handling ration coupons for 
the Office of Price Administration. 

Banks have already engaged in this 
work in England, and OPA officials 
have discussed the subject with the 
American Bankers Association, Federal 
Reserve Board, Comptroller of the 
Currency, and Federal Deposit In- 
surance Corporation. 

Plans had advanced so far late in 


‘September that a trial was being 


arranged in a small area in New York 
State as a sort of laboratory test. Still 
undetermined was the system of ac- 
counting to be used, and the method 
of compensating the banks. 

More and more consumer commodi- 
ties are destined for rationing: gaso- 
line, sugar, meat, and possibly clothing 
and shoes. Already there are evidences 
of bootlegging gasoline ration coupons 
in the East, and OPA is attempting 
to work out a system to prevent this. 

Banks are being considered for this 
job for two principal reasons. First, 
banks exist in every community, large 
or small, and they already have office 
machinery and employees skilled in 
handling figures and accounts. Utiliza- 
tion of the banks would avoid the neces- 
sity for the OPA and the local ration- 
ing boards to set up their own offices 
and build up a staff of accountants. 

The second reason is also of in- 
terest. A plan under considera- 
tion would not only hamper boot- 
legging but would also reduce paper 
work for wholesalers, manufacturers, 
and rationing officials. Banks would 
maintain a sort of “coupon checking 
account” against which coupon checks 
could be drawn and this would elimi- 
nate a major part of the routine 
of passing the actual coupons up 
the line from retailer to wholesaler to 
manufacturer to ration officials. 

It is still too early, as this is written, 
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LEON HENDERSON, OPA Administrator 


OPA may call on banks to handle ration coupons 


to say just how the system may 
operate in detail, or even that it will 
be adopted at all. But discussions are 
actively under way, and many ques- 
tions may be answered by the result 
of the small field test. 

The examining and accounting of- 
ficials of the three Federal bank 
agencies have been asked by OPA to 
pass on the feasibility of the plan and 
to help work out the mechanics of its 
operation. 

Many problems are involved from 
the standpoint of the banks. One is 
the method and amount of compensa- 
tion. Obviously, the banks could not 
be asked to undertake such a large 
accounting job as a voluntary contri- 
bution to the war effort, and thought 
is being given to a scale of service 
charges on a “piece work” basis. In 
addition, OPA is attempting to work 
out a satisfactory system of handling 
ration coupons which will prevent boot- 


legging and provide an adequate check 
on the flow of rationed commodities 
and the activities of dealers and still 
will not impose too much of a burden 
on dealers and on banks. Preliminary 
discussions indicate that the bankers 
and the examining officials feel that 
the system tentatively proposed is 
too complicated, and attempts are 
being made to simplify it. 

From what can be learned, the OPA 
plan apparently contemplates that 
certain handlers of coupons would 
maintain with their local banks separate 
ration accounts lor each rationed com- 
modity sold. Into this account they 
would deposit all coupons received. To 
obtain new supplies they would have to 
draw a “‘sugar coupon check”’ or “‘gas- 
oline coupon check” on this account. 

Under the present system of ration- 
ing gasoline in the East the filling 
station operator pastes the coupons 
he receives on large sheets and passes 








| The New Treasury Tax Savings Notes 


Tax Savings Notes continue to be issued in two series—Series A designed primarily 
for small or moderate taxpayers, and Series C intended for the larger taxpayers and 
investors. The principal features of these notes are : 


SERIES A SERIES C 
Price: Par and accrued interest. Par. 
Date and Dated September |, 1942, due Sep- Dated first day of month in which purchased, 
Maturity: tember |, 1945. Not callable. i in three years from that date. Not 
callable. 
Interest: Interest accrues at 16 cents a month Interest accrues each month from date of issue 


per $100 or at interest rate of about on a graduated scale per $1,000 as follows: 
1.92% a year. If not used for tax First '/p yr 


payment, no interest paid. MUNG got hankcdaschenceeceten ee 0.80 
PENG adc chs doe tca eel wennr 0.90 
Ss Sa ae re 1.00 
Pe asa 5's bas Bonnard 1.10 
MN. dine os ia ghshe va cdua toon 1.10 


Average interest rate about 1.07% a year if 
held to maturity. 


Denominations: $25, $50, $100, $500, $1,000, and $1,000, $5,000, $10,000, $100,000, $500,000, 
$5,000. 000. 


and $1,000, 
Acceptable $5,000 limit in one year. Unlimited. 
for taxes: Each series may be presented for taxes at par and accrued interest during and after 
second calendar month after date of purchase. 
Denom. Each series may be exchanged from higher to lower but not from lower to higher 
exchange: denominations. 
Form: Name and address of single owner inscribed as in income tax return, but not issued in 


names of two or more persons jointly. 
Redemption At purchase price only without At par and accrued interest, after 6 months 


for cash: advance notice. from purchase date upon 30 days’ notice, or 
at maturity. 
Collateral: Not eligible for loans. — for loans from banking institutions 
only. 
Transfer: None, except by parent corporation to its subsidiary in which it owns more than 50% 
voting stock. 


Conversion: Series A and B purchased in September, 1942, may be converted into new series with 
certain limitations. 

Taxes: Income subject to all Federal taxes. The notes are subject to estate, inheritance, gift 
or other excise taxes, Federal or State, but are exempt both as to principal and interest 
from all State or local taxation. 

When and At any time. Through Federal Reserve banks and branches, and the Treasury. For 


where convenience, applications may be made through local banks and security dealers 
' purchased: generally. 














Appreciation and Yields on $1,000 Tax Savings Notes 
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Banks are urged to distribute Treasury circulars describing new Tax Savings Notes 
in month-end statements to customers 


them on to his supplier to get his tanks This requires a lot of handling and 
refilled, and the coupons then go to counting of individual ration coupons, 
the local rationing board which checks much of which might be eliminated by 
on deliveries by bulk gasoline suppliers. a “coupon banking” system, but still 
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fails to prevent bootlegging entirely. 
While OPA officials are reluctant to 


discuss the plan at present, the De-- 


partment of Commerce recently issued 
a statement explaining the British 
system and proposing its adoption 
here. This proposal went beyond 
consumer ration coupons and sug- 
gested that a sort of “commodity 
banking” system could be worked out 
to handle the allocation of basic raw 
materials now subject to priority 
control. 

As rationing becomes more ' wide- 
spread, this announcement said, ra- 
tion coupons will become increasingly 
important. Because of the similarities 
between handling coupons and money, 
Commerce Department officials sug- 
gested that commercial banks could 
serve avaluable function inthe matter of 
ration coupon transfer and accounting. 

The control of distribution by cou- 
pons goes far beyond the retail trans- 
action, it was pointed out. In order 
to replenish his stocks the retailer must 
deliver collected coupons to the whole- 
saler or middle man, who in turn must 
supply coupons to the manufacturer, 
and ultimately the coupons complete 
their circuitous route and return to 
the issuing authority. The Depart- 
ment estimated that during the first 
four months of sugar rationing in this 
country about one billion coupons 
made the circuit from consumer back 
to the OPA, and since each coupon 
was transferred at least four times 
there is a possibility of loss, theft, 
forgery, and disputes at each stage. 

In discussing the British system of 
handling ration coupons, the Com- 
merce Department said: 

“Great Britain was brought face to 
face with these problems in mid 1941 
with the introduction of clothing ra- 
tioning. At first a coupon voucher 
system was established which per- 
mitted retailers to exchange a quantity 
of their coupons for a coupon voucher 
at the local post office. This reduced 
the transferring and counting of cou- 
pons at the wholesale and manufactur- 
ing levels, but placed a large burden 
on the post office. Forged coupons 
could not be traced to the merchant 
who accepted them. The post office 
could not check each incoming pack- 
age. Lost or destroyed coupons could 
not be replaced. 

“To correct these and other difficul- 
ties a banking plan for clothing cou- 
pons was put into operation in June 
of this year. All transactions involving 
more than seventy-five coupons must 
be handled through the banking sys- 
tem, and adherence is practically com- 
pulsory for all merchants, middle men 
and primary distributors. 

“The retailer establishes a coupon 
account with his local bank. He pays 
into this account all coupons he col- 
lects from customers, using for that 
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purpose 100, 500, or 1,000 coupon 
envelopes furnished by the Board of 
Trade. On the envelope the trader 
identifies himself and his business and 
vouches for the contents. The bank 
turns the coupon envelopes over to 
the Board of Trade and all transac- 
tions involving coupons are thereafter 
handled by coupon checks or ‘transfer 
vouchers.’ 

“When a merchant wishes to place 
an order with his wholesaler he makes 
out a transfer voucher and has it con- 
firmed by his bank—if his coupon 
account is large enough to cover it. 
The bank then detaches one counter- 
foil on the voucher and deducts the 
amount from the merchant’s account. 
The merchant detaches the other 
counterfoil from the voucher as his 
receipt and sends the voucher with his 
order to the supplier. The supplier 
deposits the voucher to his account at 
his local bank, and makes shipment. 
When the supplier orders from the 
manufacturer the same procedure is 
followed. Vouchers are non-transfer- 
able, and hence replaceable if lost. 
Overdrafts are not permitted. 

“All reports from Britain indicate 
that this banking plan is highly satis- 
factory. After an adequate trial it 
logically will be expanded to include 
food and other coupons as well as 
clothing. In fact, the handling of 
coupon accounts is just the sort of 
bookkeeping banks are accustomed to 
and experienced in. 

“The successful operation of the 
coupon banking plan has suggested 
the advisability of carefully investigat- 
ing the feasibility of banking partici- 
pation in connection with the control 
and allocation of raw materials. Some 
economists believe that the flow of raw 
materials so allocated could perhaps 
be most easily controlled and checked 
through the regular banking system. 

“In the case of copper, for example, 
the estimated production for a given 
period could be allocated to various 
users. The allocation would take the 
form of a ‘copper deposit account’ 
established to the credit of the user and 
against which the user could write 
‘copper checks’ to the extent of his 
deposit. Each copper order would 
have to be accompanied by a check 
written against the account. Copper 
orders could not be filled unless accom- 
panied by such a check or warrant. 

“Such a system, it is pointed out, 
could provide not only a mechanism 
through which control could be exer- 
cised over the flow of raw materials, 
but, also, through the clearing of the 
warrants, a check on compliance.” 

7 * . 


$50 Billion Needed 
for Current Fiscal Year 


Definite plans for borrowing upwards 


wil. 





HENRY W. MORGENTHALU, Secretary of the Treasury 


Issues statement that ‘the voluntary purchase of war bonds must be 
continued and intensified’ 


of $50 billion during the current fiscal 
year are expected to be formulated by 
the Treasury Department when the 
Revenue Act of 1942 becomes law. 
While the general range of additional 
tax yield produced can be esti- 
mated fairly accurately, the law’s im- 
pact on various classes of taxpayers 
will have a considerable bearing on the 
types of securities issued by the 
Treasury. 

During the summer and early fall 
the Treasury has been experimenting 
with gradual increases in the amounts 
of several varieties of offerings to the 
public. A forecast of the size of new 
issues which may be expected from 
now on was the September sale of 
more than $3 billion of new securities, 
about equally divided between 0.65 
per cent certificates maturing next 
May, and 1% per cent notes maturing 
in March, 1945. Both issues were 
offered without restrictions on the 
basis for subscribing, and the offer was 
held open long enough to obtain 
extensive participation. At the same 
time the Treasury increased its weekly 
sale of 91-day discount bills to $400,- 
000,000. 

Important changes in Treasury tax 
savings notes were also announced in 
September, .intended to make these 
more attractive both for accumulation 
of tax funds and for general short- 
term investment purposes. Tax Series 
A-1944 and B-1944, both of which had 
been available since last January, were 
withdrawn and were.replaced by two 
néw series.» One new series, A-1945, 
was intended primarily for the indi- 
vidual taxpayer, and the limit on the 
amount which may beheld in any one 
year was increased from $1,200 to 





$5,000. These notes have a maturity 
of three years, compared with two 
years for the old tax notes, and bear 
interest at the rate of 16 cents per 
$100 per month, or approximately 
1.92 per cent per year, if presented in 
payment of taxes. If not surrendered 
in payment of taxes the notes will be 
redeemed at the purchase price only, 
which is par plus accrued interest to 
the month of purchase. 

Of direct interest to banks and to 
corporations generally is the new Tax 
Series C-1945. These notes are adapted 
both to the accumulation of tax re- 
serves and for the short-term invest- 
ment of cash balances. They furnish 
a security well suited to corporations 
and other large investors. The new 
notes provide greater flexibility than 
the previous series, and the provision 
for cash redemption with interest per- 
mits holders to realize on them without 
loss of interest even though they are 
not turned in for taxes. 

Notes of the C series will be issued 
the first of each month and sold at par. 
Interest will accrue each month from 
date of issue on a graduated scale, the 
yield, if held to maturity, being ap- 
proximately 1.07 per cent per annum. 
If not presented in payment of taxes, 
Series C notes ‘may be redeemed at 
par and accrued‘interest at maturity, 
or, on 30 days’-notice, at any time 
after six months from date of issue. 
However, if the notes are held by a 
bank accepting demand deposits, inter- 
est will be paid only if the notes are 
surrendered in payment of Federal 
taxes, and if presented for cash redemp- 
tion the Treasury will pay only the 
purchase price, or par. Notes of this 
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impact of defense and war on its 
bank personnel earlier than most 
areas. ‘“‘I am resigning to go to work 
in an airplane factory.” “I am resign- 
ing to go to work in the shipyards.” 
“Il am resigning to join the Marines.” 
This is the story that has rung in the 
ears of the Los Angeles personnel men 
for so many months that some of the 
answers worked out may be of interest. 
On November 1, 1940, a year before 
Pearl Harbor, F. R. Alvord, vice- 
president and cashier of the Citizens 
National Trust & Savings Bank of Los 
Angeles, authorized putting the bank’s 
personnel program on a wartime basis. 
The Draft Act had just gone into 
effect. The great airplane factories, 
Douglas, Lockheed, North American, 
Vultee, were doubling their staffs each 
six months, and there was an air of 
restlessness through all the junior 
levels of the staff. The depression day 
phenomena of a mere 10 per cent 
turnover rate, and the bookkeeping 
department manned by boys of two to 
eight years’ experience, was definitely 
on the way out. 
Several principles for this wartime 


1 inapect of Los Angeles felt the 


Training bookkeepers was formerly a leisurely three year process. Now they are trained in th 
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Meeting Wartime 
PERSONNEL NEEDS 


By 
FRANK LOOMIS BEACH 


Personnel Manager, Citizens National Trust & Savings Bank of 
Los Angeles, Los Angeles, California 


In November, 1940, a year before Pearl Harbor, this 


Los Angeles bank began putting its personnel program 


on a wartime basis. 


A major step was to expand the 


bank’s existing training system, and a procedure has 


been evolved for greatly 


program were laid down: First, the 
bank would train its own help, no 
pirating of experienced bank clerks. 
Second, replacements would be pri- 
marily feminine. Third, hiring and 
training would be geared to estimated 
resignations so that a trainee would 
graduate from the bank’s school just 
ahead of the time he, or more aptly, 
she, would be needed. Fourth, train- 
ing and coaching would so qualify the 
replacements that the new people 


speeding the training time 


would not materially lower the stand- 
ard of production established by the 
experienced staff. 

Fortunately, this was not an en- 
tirely new program; for years banks 
have followed procedure which is just 
being thought of by the public as one 
of the new phenomena of defense and 
war. Trainees, upgrading, on-the-job 
instructions have been bank customs 
long before the streamlined names were 
ever coined. 


Bookkeeping trainees first attend this bank school, learn proper posting methods on practice ledger 
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New tellers are trained at practice windows, using real money and handling every type of transaction 


The first step, therefore, was to 
expand the bank’s existing training 
program. Boys then on page work, 
or adding machine and bookkeeping 
jobs, were given the opportunity to be 
trained for teller positions. 


(IRL page replacements were hired, 

given a five-day introduction in the 
bank’s school on the adding machine, 
taught the locations and the functions 
of the head office departments, trained 


months to attain a similar standard 


Learning to file checks 


on the problems confronting pages, and 
then launched on their duties in a 
field which previously had been re- 
stricted to their brothers. Uniforms 
of white shirt waists and navy blue 
skirts, coupled with particular care in 
selecting alert and attractive looking 
candidates, soon won general approval 
for the innovation. Within six months, 
out of the initial group of seventeen 
pages, three had acquired husbands, 
the fourth a movie contract, and most 
of the remaining ones were ready for 
bookkeeping or stenographic assign- 
ments. 

The page girls were given the 
opportunity to learn the operation of 
the adding machine; those who were 
interested in becoming bookkeepers 
were graduated to the bank’s book- 
keeping school as soon as they could 
list 150 checks in 2:40. Pages with 
previous stenographic training were 
given a chance to graduate into this 
field upon passing the bank’s junior 
stenographic test. 

The previous program of obtaining 
bank bookkeepers had been to hire 
boys as pages. After approximately a 
year on the page station, they were 
promoted to the clearing and transit 
departments where they spent one to 
two years on adding machine work. 
Then they started with on-the-job 
bookkeeping training. It was realized 
that under war conditions, desirable 
as such a leisurely introduction might 
be, bookkeepers had to be trained in 
three months, not three years, and 
these three-month graduates had to be 


able to handle the same volume as 
their predecessors. High stands were 
changed to low stands, and an experi- 
mental group of girls who had never 
seen an adding machine, were hired 
and started direct on bookkeeping 
training. Gradually this bookkeeping 
program has evolved until after a year 
and a half’s experience, it appears as 
though a curriculum has been found 
which will graduate bookkeepers in the 
quantity needed to meet the increasing 
turnover rates of war. 


A SCHOOL was set up on an unused 

mezzanine floor of one of the bank’s 
downtown branches. A 300-account 
practice ledger was constructed with a 
series of transactions which would 
restore the balances to the starting 
point every third day. This device of 
having the balance restored to the 
starting point, was developed in one 
of the other Los Angeles banks and has 
proved a distinct assistance in avoid- 
ing freakish balances on the practice 
ledger and the difficulties of straighten- 
ing out the ledger after it has been 
hopelessly tangled by a trainee. In 
case of such tangling, the trainee’s 
faulty postings are forgotten and with- 
out further waste of stationery, the’ 
starting balance is merely again copied 
on the sheet. 

The bank’s lithographers made a 
special run of checks and deposits on 
buff colored rag content stock which 
withstands handling. Three hundred 
of the bank’s staff volunteered to write 
the practice checks and deposit tickets 
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Girl pages are given an opportunity to become bookkeepers, stenographers 


so trainees might gain experience with 
handwritten media. 

Valuable as practice ledgers are, they 
can carry the trainee only so far. Han- 
dling of actual checks and deposits is 
what gives confidence and gives the 
training an atmosphere of reality. 
So that the trainee might gain experi- 
ence on actual accounts, the book- 
keeping departments of two downtown 
branches, each with four experienced 
bookkeepers, were commandeered. The 
school contracted with the branches to 
do the bookkeeping at the cost to the 
branches that they were formerly 
paying in experienced bookkeeper sala- 
ries. From both branches, the former 
experienced bookkeepers were trans- 
ferred or promoted. The number of 
bookkeeping machines was increased 
from four to six, making each set two- 
thirds normal volume. Experienced 
head bookkeepers, who were really 
more teachers than head bookkeepers, 
were placed in charge of each of these 
training units. A new language was 
coined; each of these two departments 
became a “neophyte unit” and the 
trainee handling the two-thirds volume 
set, a “neophyte bookkeeper.” 

The bookkeeper trainee is hired, 
placed on a salary and sent to the 
bank’s school. During the first three 
days, she learns the adding machine 
keyboard and starts posting with 
practice media. On the morning of 
the fourth day of her employment, the 
trainee is scheduled for a_ specific 
neophyte ledger. Each morning she 
reports to her neophyte set and files 
the previous day’s checks. Instruc- 
tions are to take plenty of time, study- 


ing each signature and preparing two 
lists. The first list is for the hard-to- 
read signature. On this list, she indi- 
cates why the signature is hard to read, 
possibly imitating or just describing 
the scrawl. The second list is for the 
‘potentially dangerous” accounts. This 
list includes accounts of similar names, 
troublesome joint accounts, ledger 
accounts which require special han- 
dling, accounts that are watched be- 
cause of probable overdrafts, et cetera. 


AFTER completing the signature 
study and filing for the day, she re- 
ports to the school and proceeds with 
her practice ledger. In the school, the 
theme is that operating a posting ma- 
chine is a form of athletics. A person 
starting golf has a better chance of 
eventually beating par if his first 
introduction to a driver and putter 
is under the eye of a professional. The 
professional shows the proper hold and 
the proper stance and corrects, at the 
start, faults which if persisted in would 
probably never be broken at a later 
date. The school is fortunate in hav- 
ing as an instructor one of the bank’s 
former champion bookkeepers. 
Progress of the trainee is judged by 
comparing the actual posting time 
required with a theoretical time figure 
which we obtain by use of our special 
formula. Under this formula the 
number of moves (accounts posted) is 
multiplied by six. To the result is 
added the number of items (debits and 
credits) and the total then divided by 
30 to obtain the theoretical, or for- 
mula, time in minutes. 
To find an operator’s actual rating, 


formula time is multiplied by 100 and 
divided by the chargeable minutes re- 
quired for the run. The chargeable 
time is ascertained by adding three 
minutes for each error to the actual 
time elapsed, and deducting the total 
minutes lost, if any, by interruptions. 

For example, the formula might 
work out as follows for an operator on 
a ledger run: 


A. Starting time 9:30 
B. Finishing time 10:20 
C. Minutes lost 5 
D. Net minutes 45 
E. Minutes added 6 
(Errors) 
F. Chargeable minutes 51 
G. Items 410 
H. Moves 205 
I. Formula time 55 
(Minutes) 
J. Rating 108% 


Thus in this case the formula would 
be 205 (moves) x 6 plus 410 (items) 
divided by 30 equals 55 minutes. Fifty- 
five (formula time) x 100 divided by 51 
(chargeable minutes) equals 108 (rat- 
ing). 

In the bank’s school, bookkeepers 
are timed every other day: Much of 
the trainee’s zest comes from watching 
her rating improve. The proper han- 
dling of the keyboard, paper insertion 
and other factors which go to make 
speedy and easy operation of the book- 
keeping machine have been studied 
and incorporated into a mimeographed 
coaching sheet. The instructor watches 
the trainee; any faults are jotted down 
on the coaching sheet, and corrective 
drills are suggested. 

At the start of her second week, the 
trainee posts each morning the counter 
statements for the set she is later to 
handle. Eight days previously she 
probably had never used an adding 
machine. At the end of the second 
week, she is graduated from school. 
Now the assignment is full time on a 
neophyte set, handling real checks and 
real accounts. On the neophyte set 
our trainee works for a week with the 
““experienced bookkeeper,” the “‘experi- 
enced bookkeeper’ probably -having 
been with the bank for three months. 
At the end of three weeks employment, 
the new girl takes over the neophyte 
set on her own, but under the close 
supervision of the head bookkeeper- 
teacher. 

Each Thursday thereafter, while she 
is on the neophyte set, she is timed and 
can earn an automatic salary increase 
as soon as her speed reaches a pre- 
scribed level. The Thursday per- 
centage made by each neophyte is 
compared with the average reached by 
all previous neophytes with the same 
experience. Thus, Mary, in her seventh 
week of employment, may post 93 per 
cent, which is five points better than 
the average reached in the same length 


See PERSONNEL NEEDS—Page 37 
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The CLEARING HOUSE of PICTURES 





H. DONALD CAMPBELL ... A full quarter-century of service with The 
Chase National Bank of New York and three merged predecessor banks was com- 
pleted last month by President H.,Donald Campbell. This notable record was 
started in 1917 when he became secretary and treasurer of the new Mercantile 
Trust Co., and when that bank was merged with the Seaboard National Bank in 
1922 he became vice-president and director of the latter institution. In 1929 when 
the Seaboard Bank was consolidated with the Equitable Trust Co., Mr. Campbell 
He became vice-president 
and director of The Chase National Bank in 1930, when it joined with the Equitable 
Trust Co. Mr. Campbell has been president of America’s largest bank for the past 


was appointed executive vice-president and trustee. 


eight and one-half years. 
PERCY H. JOHNSTON ... Another nationally- 


known New York bank executive on August 27 cele- 
brated his 25th anniversary with his bank. He is Percy 
H. Johnston, chairman of the Board of the Chemical 
Bank & Trust Company. Mr. Johnston came to New 
York as a vice-president and director of the Chemical 
Bank in 1917, and was elected president in 1920 at the 
age of thirty-nine. In 1931 he was elected chairman 
of the board. 


HARVEY D. GIBSON, HENRY C. VON 
ELM ... Mr. Gibson, president of Manufacturers 
Trust Co., New York, has been appointed American 
Red Cross Commissioner to Great Britain. Henry C. 
Von Elm, vice-chairman of the board, has been desig- 
nated chief executive officer pending Mr. Gibson’s return. 


FRANCIS P. BURNS... Mr. Burns was recently 
elected executive vice-president and a member of the 
board of managers of The Beneficial Saving Fund 
Society in Philadelphia. 


JAY N. WHIPPLE ... Mr. Whipple has been 
nominated for the presidency of the Investment 
Bankers Association of America, and is scheduled for 
election to that office when the association holds a war 
finance conference October 19 and 20 at the Waldorf- 
Astoria, New York, in lieu of the usual five-day con- 
vention. 


EARLE S. DRAPER ... Recently appointed to 
the new position of deputy commissioner of the Federal 
Housing Administration, Mr. Draper will have super- 
vision and direction over FHA housing operations as 
well as post-war housing activities. 


EARLE S. DRAPER JAY N. WHIPPLE 
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¥ ENTLEMEN,” began Presi- 
(> dent Perkins, fastening a scared 
eye on the board of directors 

of the Ferndale National, “this ski 
slide and Swiss chalet venture, which 
Mr. Spearhawk has saddled on us, has 
left us with an old back pasture and a 
broken down farmhouse. How shall 
we hide from the stockholders the one 
thousand dollar hole in the expense 
account or undivided profits account?” 

“It didn’t click,” uttered Mr. Spear- 
hawk sadly with averted face. ““My 
prospect, a band of ski meisters, 
decided to locate over on Wrynose 
mountain.” 

“This board is getting weaker men- 
tally. I hear it on all sides.” Director 
McTavish took out a short brier pipe 
and looked bleakly at its empty bowl. 

“You mean to say we’re not equal 
to the modern tempo?” asked Presi- 
dent Perkins twisting his plump bald 
head toward McTavish. 

“That is the prevailing opinion of 
our surrounding rivals who pay divi- 
dends and keep their heads poked up 
out of their collars.” 

“What!” snorted Director Clutch- 
bill, the board’s oldest member, “‘do 
you mean to say they include me along 
with you lightweights?” 

“T fancy it’s a sweeping coverage,” 
sniffed Mr. McTavish. 
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Mr. CLurcusitt | 


Sells a $4,000 Cow 


By 
FRED COPELAND 


The Ferndale National Bank, trying to promote a ski 


slide and Swiss chalet venture, finds itself with a 


broken-down farmhouse and old back pasture, plus a 
$1,000 hole in the expense account. Mr. Clutchbill 


attempts a miracle recovery of the disastrous loss 


Director Clutchbill’s gray goatee 
lifted like a harpoon. “They think I 
ain’t modern, hey? I’ll sell that old 
mullein pasture single-handed .. . sell 
it for $2,000.” 

“Two thousand!” Director Mc- 
Tavish caught his empty pipe as it 
fell out of his mouth. 

“I was hoping to work it off on 
Professor Glitterstone,” admitted Di- 
rector Spearhawk. ‘‘He’s one of those 
city fellows that’s ducked out of dan- 
ger zones along our coast and fled into 
our Vermont wildwood. He’s bought 
the old Tinker place just below our 
busted ski project. But he won’t bite.” 





















































“What was his business?” asked 
Mr. Clutchbill. 

“Professor Glitterstone? Why, 
Clutchbill, I’m surprised. Supposed 
you kept up to times better. He’s a 
famous chemist.” 

“What’s he look like?” growled 
Mr. Clutchbill. 

“‘He’s a tall gent with little scheming 
eyes, a white handlebar mustache and 
he wears an old-fashioned ring up 
under his necktie knot . . . some claim 
it’s a Mexican opal—they say he 
worked for an English gold mining 
outfit down that way.” Mr. Spear- 
hawk paused for breath and then broke 
loose again. “He’s experimenting with 
three kinds of cows on his place below 
our ski project. He’s got a Holstein, 
a Guernsey and a Hereford.” 

“What, a chemist, a cow-fancier, 
and no Jersey! I’m going to show him 
a miracle and sell him the ski works 
for $4,000,” exclaimed Mr. Clutchbill. 
“Mr. Spearhawk, you and I are going 
to get a Jersey and move out to our 
ski farm.” 

A few days after this it became 
noised around the village that the 
bank had occupied its ski farm with 
one cow. People said it was a very 
strange, faded, yellow cow with a 
sagging back and with weird horns, 
one of which twisted up and the other 


It became noised around that the 
bank had occupied the farm with 
a strange, faded, yellow cow, with 
a sagging back and weird horns 
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Mr. Clutchbill uncapped one of 
the milk bottles and poured in a 
small charge of yellow powder 


down. It was rumored, too, she was 
a hybrid, some cow and some reindeer, 
and that she gave a milk loaded with a 
peculiar richness. 

After Mr. Clutchbill got the cow 
installed in the pasture, and had Mr. 
Spearhawk racing around caring for 
and milking her, the old director made 
a call on his chum Cal Bannister at 
the south end of Ferndale Village. 
During this call Mr. Clutchbill ob- 
tained from Mr. Bannister a substance 
which had the suspicious appearance 
‘of mercuric oxide, a deadly poison. 
And that evening as Mr. Clutchbill 
walked up the hill road to help Spear- 
hawk milk the hybrie he felt no one 
would ever trace that vial of yellowish- 
red powder to any drug store where the 
detective world searches for clues. It 
was twilight when the old director 
walked up to the dilapidated farm- 
house. 

**That you, Clutchbill?” Mr. Spear- 
hawk’s thin, sweaty face peered around 
the woodshed door. 

“Yes, Mr. Spearhawk. Right on 
deck for the dog watch. You look all 
heated up.” 

“Yeah, had to race all over the 
pasture before I could find our moose 
and milk her. She started off like a 
mail coach every time I came close. 
There’s something strange about this 
ghostly old place. I ain’t going to 
stay tonight.” 

“I’ve never seen a neater place for a 
murder, myself.” 

“What you got there?” suddenly 
asked Mr. Spearhawk, his eye riveted 
on two bottles protruding from Mr. 
Clutchbill’s side pockets. 

“They’re pint milk bottles. I’m 
carrying down a sample of our milk 
to Professor Glitterstone tonight.” 

For a moment Mr. Spearhawk 
looked strangely at the old director. 
““You better be careful, Clutchbill, he’s 
a chemist,” he uttered before slinging 
his coat over a thin shoulder and 
starting across lots for the village. 

The moment Mr. Spearhawk had 
dropped out of sight Mr. Clutchbill 
fetched in the evening’s milk from the 
spring-hole. He uncapped one of the 
pint milk bottles and poured into it a 
small charge of the yellow powder 
from Cal Bannister’s vial. He then 
filled the bottle with milk and neatly 
capped it. 

Down in the revamped farmhouse 
just below the bank’s ski project, 

Professor Augustus Glitterstone had 
just finished his supper when he heard 
a gentle tap at his door. Upon open- 
ing it he looked out on a gentle old 
individual with a gray goatee. 








































With slow embarrassment the caller 


held out a pint of milk. “I wonder if 
you would try it, sir. I’ve moved onto 
the farm just above you. I’m trying 
out a hybrid cow, a little experiment. 
I heard you are a cow and milk 
fancier.” 

“Hm-m,” grunted the professor 
taking off a pair of thick-lensed glasses 
and glaring with small eyes, “‘all cows 
around here are scrubs. What’d you 
bring me this stuff for?’’ 

“IT think you'll find it quite rich and 
different, sir. Will you test it for me?” 


"THE professor grunted and began 
closing the door, the bottle of milk 
clutched in one hand. 

“Have any luck with old Glitter- 
stone?” asked Mr. Spearhawk the next 
morning when he met Mr. Clutchbill 
at the farm. 

“Tf he didn’t throw my milk sample 
into the sink, I did.” 

Mr. Spearhawk sniffed, took a milk 
pail, went out to the pasture bars 
where he roosted on the top rail and 
began squalling, “‘co-o bos-s-s . . . co-0 
bos-s-s!’’, in a penetrating, reedy voice. 
A half hour Jater he was back with the 
morning’s milk and two lame wrists. 

Mr. Clutchbill took another pint 
sample when he went down to the 
village at about ten o’clock. On the 





way he sat down at a lonely spot and 
doctored the pint with a charge of his 
yellow powder. Shortly after this he 
offered the morning’s sample to Pro- 
fessor Glitterstone. The professor 
seemed excited about something. He 
hinted he wouldn’t mind examining a 
few more specimens. In fact, Mr. 
Clutchbill could see his yellow powder 
was having a powerful effect. 

When Mr. Clutchbill returned late 
that afternoon he didn’t find Mr. 
Spearhawk around the buildings. He 
immediately went to a spot where he 
could examine the pasture across the 
brook. The ski farm cow was grazing 
contentedly high up amongst the 
mullein stalks. It was then Mr. 
Clutchbill heard a voice. He looked 
all around and then up among the 
branches of a giant maple. Mr. Spear- 
hawk was backing carefully down limb 
by limb. 

“Aaron,” said Mr. Spearhawk when 
he was on the ground, “I ain’t going 
to stay around here any more.” 

‘‘What’s happened?” asked Mr. 
Clutchbill regarding Mr. Spearhawk’s 
scared face. . 

“That Professor Glitterstone has 
snooped up along the road past here 
three times since you’ve been gone. 
I’ve got him located now. He’s up in 
See DIRECTOR CLUTCHBILL—Page 39 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Man Power Shortage Stimulates 
Branch Bank Closings 


Because the demand for man power 
for the armed forces and war industries 
has created staff shortages, 80 branches 
of Canada’s chartered banks are cur- 
rently being closed, according to an 
announcement of Charles St. Pierre, 
president of the Canadian Bankers’ 
Association, Montreal. About half 
this number are being closed in 
Toronto. and Montreal, with the re- 
mainder in other important centers 
from coast to coast. When these clos- 
ings are completed, about 150 branches 
will have been closed since Canada 
declared war in September 1939. 

The picture below illustrates this 
development. It shows an important 
street intersection at Bloor and Runny- 
mede in a prosperous residential and 
neighborhood shopping district in To- 
ronto. In this instance, it happened 
to be a Royal Bank of Canada branch 
which was closed. Another branch 
bank a few blocks distant has also 
been closed. 

Considerable competitive duplica- 
tion of branches is being eliminated by 
these branch closings. In order that 
no one bank will be the major loser, 
the closings are arranged between 
banks, making for equitable distribu- 
tion. Accounts are transferred where 
possible from closed branches to those 


remaining open, staffs of the latter are 
either kept stationary or increased by 
a minimum number, and the other 
employees are sent to branches which 
are short-staffed due to enlistments in 
the armed services. 

While Canadians may in some locali- 
ties have to walk farther to do their 
banking, no loss of banking facilities 
for the public has been occasioned by 
these closings. Where it has been 
necessary to close the only branch in a 
village or town, efforts have been made 
to insure that there is another bank 
within a reasonable distance. Dupli- 
cation of services is being eliminated 
as a wartime measure. 

* + Sd 


New Canadian War Loan 
Due in October 


Plans are under way to launch 
Canada’s Third Victory Loan during 
October. The size of the loan has not 
yet been made public, but it is un- 
likely to be for less than $500,000,000, 
and more likely for twice that sum, 
as was the last loan. Finance Minister 
J. L. Ilsley has stated at various times 
in recent months that Canada must 
raise through loans during the current 
fiscal year the sum of $1,850,000,000, 
and while an organization has been 
completed for the sale of war saving 
certificates across the counters of 


banks and post offices, instead of 
through Ottawa as formerly, the 
Victory Loan campaign is expected to 
account for the bulk of the amount 
required. 

Canadian banks now have cards on 
their counters calling attention to the 
fact that war saving certificates can 
now be procured at the banks for 
immediate delivery. The certificates 
are in a slightly different format to 
those formerly issued from Ottawa, 
and can be obtained in $5, $10 and $25 
denominations. The National War 
Finance Committee, headed by G. W. 
Spinney, general manager of the Bank 
of Montreal, has widely advertised the 
new method of buying war savings 
certificates over the counter of banks, 
trust companies and post offices. 

Banks have been the delivery agents 
for previous Victory Loan bonds, and 
it is expected that this will be the case 
this time. Details of the loan are not 
available at this writing, but in the 
past bonds have been sold from $50 up 
at about 3 per cent interest, and pay- 
able in installments, with banks’ han- 
dling the transactions. - 

* a . 


Government Program to Ease 
Housing Scarcity 


To ease the housing shortage 
See CANADIAN BANKING—Page 36 


Man power shortage forces closing of one branch at this Toronto intersection, may result in another closing 


The Dominion Bank 


The Royal Bank of Canada (closed) 


The Canadian Bank of Commerce 
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Two Claimants for Fund 


When money in a bank’s possession 
is claimed by two parties, must the 
bank decide which one is in the right, 
pay the money to him, and prepare to 
meet a lawsuit by the other? 

A New York bank recently found 
itself in that position with respect to 
the proceeds of a check which it had 
certified. The payee of the check 
presented it for certification, and that 
was done. He then endorsed the 
certified check to a third party. Before 
the check was presented for payment, 
however, the payee notified the bank 
to stop payment because’ the third 
party endorsee had obtained the check 
‘from him illegally and fraudulently. 
The bank accordingly refused payment 
when the check was presented. 

The holder then sued the bank for 
its refusal to pay out on the certified 
check.’ Meanwhile, the drawer of the 
check had gone into bankruptcy and 
the trustee in bankruptcy also sued 
the bank, alleging that the holder of 
the check was in illegal and fraudulent 
possession thereof, that the bank had 
been notified accordingly, and that the 
money still remained on deposit to 
the credit of the drawer and was 
hence an asset of the drawer. 

Commenting on the bank’s position 
in the circumstances, the New York 
court said: 

“It would be a hardship upon a bank 
when it has been notified that a check, 
even though certified, is in the fraudu- 
lent and illegal possession of a party 
and that therefore payment should be 

stopped, to be required to pay at its 
peril, with a possible liability after- 
ward to the drawer. The defendant 
bank points out, with some merit, that 
if it is required to defend each of these 


By 
CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


two lawsuits separately, it is at least 
conceivable that each plaintiff might 
recover, in which event the bank, an 
innocent party in the transaction, 
would be unjustly the loser and one of 
the plaintiffs would be unjustly en- 
riched. It is likewise conceivable 
that the bank might successfully de- 
fend in each action, whereupon it 
would be unjustly enriched to the 
extent of $600.” 

The court solved the problem by 
permitting the bank to “interplead.” 

“Interpleading” is a legal procedure 
available in most States to a bank or 
other party holding a fund not belong- 
ing to the holder, but claimed by two 
or more claimants. The bank, as a 
mere stakeholder of the fund, is some- 
times directed to pay the money into 
court, where it is held until the con- 
flicting claims are disposed of. The 
practical effect of ‘“‘interpleading”’ is 
to relieve the bank of risk and litiga- 
tion and to require the various claim- 
ants to fight out their claims before the 
court. 

Meaning that interpleading gets the 
bank out of a tight spot and provides 
the perfect answer for the threatening 
claimant who says, ““You had better 
not pay the other fellow, for if you do, 
we'll sue you and you'll have to pay 
us too.” (Llop vs. First National 
Bank, 35 New York Supplement, 
Second Series, 867.) 





A summary of current-decisions that 
are of particular interest to banks 









Special Letter of Credit 


The rigid limitations on a so-called 
special letter of credit were forcefully 
set forth in a recent decision of the 
Appellate Division of the New York 
Supreme Court. There a bank issued 
a special letter of credit to a named 
corporation, subject to draft accom- 
panied by usual shipping documents 
and inspection certificate. Later a 
third party, as assignee of the letter 
of credit and of a draft drawn against 
it, claimed a fund on deposit with the 
issuing bank. 

In the ensuing litigation the court 
rejected this claim, pointing out that 
a special letter of credit is not assigna- 
ble. 

“It is conceded,” said the court, 
“that this is a special letter of credit. 
Such a letter of credit is one addressed 
to a particular individual by name and 
is confined to him and gives no other 
person a right to act upon it. The 
letter of credit itself not being subject 
to assignment, the credit cannot be 
transferred by any assignment of a 
draft drawn against it. 

“‘The reason for this restriction upon 
the assignability of a special letter of 
credit is readily understandable. There 
are obvious advantages to a purchaser 
in having his financial arrangements 
limited so that they apply only as 
between himself and the person from 
whom he has elected to purchase. One 
of such advantages is the possibility 
of offsets in his favor. The various 
changes in the form of the attempted 
transfer of this credit clearly show that 
the parties were conscious of the 
restriction contained in the letter of 
credit and were seeking some way to 
avoid its consequences.” 


See COURT DECISIONS—Page 42 
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THE BOOKLET COUNTER 








New Booklets 


Invisible Greenbacks...A pam- 
phlet reprint of an article on inflation 
by Harry Scherman, which originally 
appeared in the Saturday Evening Post 
and was later condensed in The Readers 
Digest. It explains in layman language 
how the average citizen is now actively 
engaged in bringing about what might 
be a serious inflation, and how it lies 
within the power of this same indi- 
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Service — Maintaining an 


intimate, personalized corre- 
- spondent bank service, 





| Experience—Offcials with 
_ years of service in this field, 
| assuring a knowledge of re- 
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Poliey — To cooperate with 
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; vidual to stop it. 


The booklets listed here are offered 
without charge or obligation. 
Simply address requests on bank 
or company letterhead to ° 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit, Michigan 





The article also does 
a masterful job of explaining how the 
failure to buy War Savings Bonds 
forces the Government to create new 
money, “invisible greenbacks,” in the 
form of new checking deposits created 
by the extension of bank credit to the 
Government. Also how the continued 
creation of new money can blow the lid 
off price control. 

Supplementing the article are specific 
suggestions for setting up individual 


Tahari eli= 
Greenbacks! 


A FORWARDED LETTER 





I have just read this, and am at once forvard- 
ing it to you, in case you have not yet seen it. 
If you feel as I do — that by every possible 
means this all-important satter gust be explained Hit 
to, every adult in the country — will you not send [iif 
for some copies and mail them to @ few friends or 
acquaintances? The last page tells qaaee they can 
be obtained. 








How fo avert inflation 


| quotas, what to do about savings bal- 


ances in the bank, how to bring in- 
fluence to bear upon the Government, 
and how the employer or farmer can 
assist. 

William Allen White has called the 
article “the most important thing 
the American printing press has rolled 
out in the past six months.” Only 
single copies of the reprint are avail- 
able without charge, through the 
Booklet Counter. However, bank 


| Officers may find that they would like 
| to distribute copies to friends and cus- 
| tomers, and if so, the pamphlet tells 


t 


| upon what basis they can be obtained 
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through The Book-of-the-Month Club, 
Inc., which is distributing them at cost. 


The Bank’s Stake in Arbitra- 
tion . . . This. memorandum was 
issued by the American Arbitration 
Association at the request of execu- 
tives in many banks throughout the 
country, and it is hoped that it will 
provoke serious consideration in the 
banking field relative to the use of 
voluntary arbitration as a method of 
efficiently settling commercial con- 
troversies. 

One section of the memorandum 
refers to the possibilities of arbitration 
in the field of domestic banking rela- 
tions, as opposed to expensive and 
time-consuming litigation. There are 
specific suggestions as to cases where 
arbitration could be employed. 

Another section relates instances of 
the application of arbitration in the 
field of foreign trade, particularly in 
the South American market. The 
memorandum adds that “there are 
dozens of other cases developing every 
week in which the interests of banks 
become involved in commercial con- 
troversies between United States con- 
cerns and foreign traders. The im- 
pact of war is dislocating regular 
channels and creating a tremendously 
increased volume of controversies.” 


Wartime Conservation in the 
Office . . . This report prepared by 
the Policyholders Service Bureau of 
the Metropolitan Life Insurance Com- 
pany relates what several organizations 
have done in the form of special cam- 
paigns against waste in the office. 

Three general approaches, the study 
finds, have been used in conducting 
waste reductions programs: the educa- 
tional approach, the co-operative ap- 
proach which provides for active 
participation of the employees in the 
program, and the introduction of re- 
strictions in the issuing of office sup- 
plies. Examples of each of these 
approaches are given in the report, 
and the types of promotional material 
employed are illustrated. 


Still Timely 


Letterhead Layouts and Sam- 
ples . . . An interesting portfolio 
which explores some of the possibilities 
in the planning of letterheads by 
financial institutions. Small. scale 
letterheads serve to show how bank 
titles and other basic information 
units can be arranged in different ways 
to achieve desired effects. There is 
also a large selection of full-size letter- 
head samples. 





TH 








THE BURROUGHS CLEARING HOUSE—October, 1942 
















ipe or paper... 


Inventories are 
Sound Collateral 


_ For New Loans 















on ies 


a 


> a 


%, 


ty 


“PIPE” LOANS... 


We believe that today — right now — you'll want to try this easy way to 
increase your Bank’s loan business. Just look through your customers’ bal- 
ance sheets for listings of large, marketable inventories. Your Bank can 
advance credit against these stocks safely and profitably, through Lawrence 
System Field Warehouse Receipts. Customers welcome this ideal arrange- 
ment! Goods remain on their premises; urgently-needed working capital is 
released for current requirements. Ask any Lawrence office for literature or 
specific information. 


LAWRENCE SYSTEM (cl wanchousing 


FOR BANK LOANS AGAINST INVENTORY 


New York: 72 Wall St * Chicago: 1 ‘No. LaSalle St » San Francisco: 37 Drumm St + Los Angeles: W.P. Story Bldg. 
Buffalo + Boston + Philadelphia » Kansas City » St. Louis * New Orleans « Charlotte, N.C + Jacksonville, Fla. 
Minneapolis + Dallas * Houston * Denver * Fresno + Portland, Oregon « Seattle + Spokane « Honolulu 
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SMALL CITY BANKING 


(CONTINUED FROM PAGE 15) 


gram has been turned over to the sale 
of United States War Bonds and 
Stamps. Screen and radio advertising 
and our lobby displays are being used 
for this purpose. Staff members make 
talks regularly urging people to budget 
their incomes and to buy War 
Bonds. 

Our entrance lobby at the present 
time features a bristling display of 
German war weapons from World 
War I loaned to us by a retired Army 
officer. These include a German light 
machine gun set up for action, a rifle 
with saw tooth bayonet, a cavalry 
sabre and machine gun breastplate. 
An effective tie-up with this grim 
demonstration is that each Saturday, 
when workers come in to cash their 
pay checks, two people are stationed 
at a table beside the display to sell 
bonds and stamps. 


‘THE bank personnel consists of five 

officers and a staff of seventeen. In 
our new banking quarters they work 
under comfortable daylight condi- 
tions, augmented by modern fluorescent 
lighting. 

As men have been called into mili- 
tary service, girls have replaced them 
in the bookkeeping and transit depart- 
ments. The installation of the latest 
types of mechanical equipment in our 
new quarters has made it possible for 
the girls to take over the work more 
easily in these departments. Should 
war conditions bring a further shortage 
of man power, girls will also serve at 
the teller windows. We are training 
them now in handling cash and paper 
A comfortable lounge room 
is provided for the girls, and also a 
similar lounge room, with a reading 
table, for the men. 

Staff members are encouraged to 
attend the evening courses of the 
American Institute of Banking. Bank 
employees come from all over the 
county to attend classes held in 
Sequoia Central High School in Red- 
wood City. When our employees com- 
plete their courses the fees paid by 
them are refunded by the bank. 

Each of our employees owns at 
least one share of bank stock, which 
pays good dividends. We also have a 
stock bonus plan, given each month to 
apply on the purchase of stock. The 
bonus is so much a month, based upon 
the salary group, of which there are 
three. We also have been paying em- 
ployees a bonus based upon the rising 
cost of living, which is adjusted every 
three months. For the past five years 
each member of the staff has received 
a Christmas bonus. The bank also 
provides hospital and sick insurance. 
Each individual has a thousand dollar 


life insurance policy kept up by the 
bank. Our experience has shown that 
these policies more than pay, as 
evidenced by the active interest of 
employees, and build loyalty to the 
institution. 

To meet the wartime hazards from 
possible enemy air raids, we are 
duplicating our daily transit sheets and 
other essential permanent records. 
Through a trade arrangement made 
with two other banks, they store our 
duplicate records, and we in turn store 
similar duplicate records which they 
send us for safe-keeping. This storage 
plan has been adopted because it is 
not likely that all three cities would be 
attacked at the same time. 

In working out the plans for our 
new building last year, we acquired a 
corner property across the street. 
This site at Broadway and Main 
Streets provided not only room for 
possible future building expansion but 
sufficient space for customers to park 
their cars conveniently. On Saturday 
mornings when people from outlying 
districts come into town to do their 
weekly shopping it is almost impossible 
to find street parking space. Instead 
of landscaping the bank property at 
the rear and along the side of the 
building, we had these two areas paved 
and connected so that customers 
could drive in from either street. This 
bank parking space leaves our two 
street frontages free at peak times for 
customers who want to run into the 
bank to cash a check, make a deposit 
or pay a bill. We are pleased with the 
results from this innovation. 

As customers enter our main bank- 
ing room the desks of the active officers 
are at the right. They are in the open, 
without secretarial barriers, and readily 
accessible. Customers can see in- 
stantly if officers are busy or free. 
Here the war worker or the home 
owner can pull up a chair and discuss 
his financial problems in a friendly 
atmosphere. 


ACROSS the lobby and within sight 
of the officers’ desks is the customers’ 
lounge, equipped with comfortable 
leather chairs, a table with current 
magazines and a desk and telephone. 
Here customers can meet their friends, 
write checks, address a letter or make 
shopping notes. It is convenient for 
women who want to park the.baby, 
sit down and arrange their deposits. 
Adjoining the customers’ lounge is the 
women’s powder room, cheerfully deco- 
rated in peach and powder-blue tile. 
On the mezzanine floor there is a 
committee room and a directors’ room, 
both located off a balcony overlooking 
the main banking room. The com- 
mittee room is provided for civic 
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SAVES 407, 


in man hours 





@ It’s easy to see why many firms 
report as much as 40% saving in 
office-record work with Cardineer 
Rotary Files. Posting and reference is 
a matter of seconds because all records 
are at the operator’s finger-tips. Occu- 
pies less than 3 sq. ft. Portable. Readily 
adaptable to old or new records. 


Right now, when employee’s time is 
so valuable, you need this remarkably 
efficient aid tosuch records as: Cost Con- 
trol; Sales; Personnel; and Inventory. 
Mail coupon below today for com- 
plete information. (We carry Cardi- 
neers in stock for immediate delivery.) 


DIEBOLD SAFE & LOCK COMPANY «- CANTON, O. 


Offices in: New York, Chicago, Cleveland, Detroit, 
Washington, Philadelphia, Boston, St. Paul-Minneapolis, 
Pittsburgh, St. Louis. Dealers in other principal Cities. 
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READ WHAT THESE 
CARDINEER USERS SAY: 


Two Cardineers recently 
installed have enabled our 
bersonnel department to do 
increased work with one less 
employee. 


AIRCRAFT MANUFACTURER 
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- We have saved almost half the 


time formerly used in posting 
and reference operations. 


MANUFACTURER OF PRINTING 
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Cardineers speed finding of our 

card records by at least 50%. 
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*% The war has greatly increased the demand for 
dependable and useful Globe-Wernicke office 
accessories, filing equipment and supplies. They 
speed up routine and increase efficiency in count- 
less offices and factories whose operation is 
essential for the welfare of the nation. 


Globe-W ernicke products are sold by leading sta- 
tioners and office equipment dealers everywhere. 
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Present Real Estate 


PROBLEMS 


Personnel changes and _ increased 
trust activities add daily to the many 
advantages of using the specialized 
real estate management service we 
render to owners of properties and 
mortgage loans. 

Our facilities are enlarged and our 
trained staff of field workers keep 
pace with the times and the ever- 
increasing demand for a thorough 
knowledge and analysis of real estate 
investments. 


Send for our file-size 
brochure of complete serv- 
ices with testimonials. 


Service and Research, Inc. 
81 Madison Bidg., Memphis, Tenn. 


Realtors 


Offices: Terminal Bldg., Oklahoma City, Okla. 
Metropolitan Bank Bldg., Minneapolis, Minn. 
Buhl Building, Detroit, Mich. 
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groups that require a meeting place. 
The room is furnished with a redwood 
burl table formerly used by the bank’s 
directors. This room seats from four- 
teen to eighteen people. When the 
committee room is too small, groups 
have the privilege of using the larger 
directors’ room. This is furnished with 
a mammoth table made of one solid 
slab of redwood, a gift of one of the 
directors. There are leather chairs to 
match, and the room is illuminated 


S 


by modern fluorescent lighting. 

After the war, men of vision predict 
a new era of great development for the 
Pacific Coast. Wartime industries 
will be turned to peacetime production, 
and California is expected to become a 
great industrial state. Redwood City, 
with its many advantages, is ideally 
situated for future development. 

We are endeavoring to serve our 
community today in wartime, and to 
be ready to grow with it for the future. 
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VICTORY FUND PROGRAM 


(CONTINUED FROM PAGE 18) 


amount of Series G bonds they can 
subscribe to in any one year. How- 
ever, in talking to individual investors, 
we encountered opposition to the tap 
issue over the length of maturity. 
These investors felt that 20-25 years 
was too far to look ahead. They do 
not think in terms of switching, or of 
marketability, but of holding bonds to 
maturity. Another feature of Series G 
which appeals to this group is the fact 
these bonds have a designated scale 
of redemption values, while with the 
tap issue it is necessary to depend upon 
the market remaining stable in case 
conversion into cash should be essen- 
tial. 

When the 1962-67 tap issue was 
announced, the Illinois Regional Dis- 
trict went into quick action. Members 
were informed by telegram and tele- 
phone, and no time was lost in starting 
a canvass of prospects. In our bank, 
we made a number of telephone calls 
to local customers acquainting them 
with the details. 


[N canvassing prospects for a special 

issue, one recommended method is to 
go over the bank’s entire list of larger 
customers, and to divide up the selected 
names among the officers who per- 
sonally know the accounts. For thcse 
accounts that may not be known per- 
sonally, they can be allocated arbi- 
trarily to various officers. Telephone 
calls and personal calls are then made 
to those who are apparently not buy- 
ing Treasury issues, or who are invest- 
ing in them in small amounts. This 
procedure is being followed primarily 
in the larger banks. 

Personally, I have maintained that 
I would like to see the Treasury offer 
to individual investors some issues of 
shorter maturity, say from one to five 
years, with a slightly higher rate of 
interest than would be available to 
commercial banks. I believe that these 
would have a definite appeal to many 
individuals. 

At the present time, the specific 
assignment on which Victory Fund 
committees are actively working is the 
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distribution of new, improved Tax 
Savings Notes to corporate and indi- 
vidual taxpayers. The Treasury has 
emphasized the importance of this 
assignment and it is expected that 
Victory Fund Committee members will 
concentrate their efforts on the Tax 
Savings Notes as being the current 
main objective. 

In our bank, we have recommended 
the prior Tax Series A and B notes to 
our customers, for application on their 
taxes. We regarded the Series A notes, 
previously available only up to $1,200 
in amount and accruing interest about 
1.92 per cent a year, an extremely good 
buy. Now, with the limitation on the 
amount that may be presented for any 
one taxpayer’s liability for each class 
of taxes (income, estate or gift tax) for 
each taxable period raised from $1,200 
to $5,000, they should have a con- 
siderably broader market. 

For the larger taxpayers, there 
seems to have been a tendency among 
banks to analyze individual circum- 
stances before recommending the for- 
mer Tax Series B notes, which were 
available in unlimited amount but 
which carried a rate of .48 per cent a 
year. The thought here was that with 
the recent firming of short-term rates, 
it might be to a firm’s advantage to 
purchase Treasury bills maturing on 
income tax dates, since they are being 
sold at a discount equivalent to around 
.36 per cent interest rate and are com- 
pletely tax free. 

However, as Chairman C. S. Young 
of the Seventh Federal Reserve Dis- 
trict has pointed out, the Series C 
notes which are now being issued in 
place of Series B offers features which 
should make them unusually attractive 
to the larger taxpayers, especially the 
corporations. Since they can be re- 
deemed for cash after six months from 
purchase date, at par and accrued 
interest, upon thirty days notice, they 
serve as a medium for investment of 
temporary idle funds as well as for the 
accumulation of tax reserves. The 
return is also more liberal, since if held 
to maturity three years from date of 
purchase the notes carry an average 
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interest rate of 1.07 per cent a year. 

At our bank we feel that there need 
be no hesitancy in recommending the 
new Tax Savings notes to ourcustomers. 
We also believe with Executive Man- 
ager Patton that this Treasury offering 
gives the Victory Fund workers an 
excellent opportunity to demonstrate 
the effectiveness of the Illinois regional 
district organization. 

Meanwhile, it should not be for- 
gotten that there is a definite place in 
the Victory Fund program for the trust 
officer. Any bank having a trust 
department should go through its trust 
account portfolios, and consider the 
advisability of shifting some of the 
security holdings to Treasury bonds, 
perhaps to several of the different types 
available. As trust officer in my own 
institution, I can say that we have 
followed this recommended procedure. 

There is one other phase of the 
subject that deserves mention. While 
the primary aim of the Victory Fund 
program is to place as large a volume 
of securities as possible with investors 
other than banks which receive de- 
mand deposits, to the extent that sales 
to commercial banks will also be neces- 
sary the Victory Fund Committees are 
expected to assist in bringing about the 
best possible distribution among such 
institutions. More specifically, this 
means spreading the load more widely 
throughout the banking system, and it 
involves increased purchases particu- 
larly by the smaller banks of the vari- 
ous Treasury issues, including bills and 
certificates. 


ANALYSIS of the statements of IIli- 
nois country banks,or for that.mat- 
ter, smaller banks in any of the other 
states, will probably disclose that a 
large number of these banks are com- 
paratively long on cash (unless they 
are heavily loaned up) and short on 
Government bonds. It is not easy for 
many country bankers to think in 
terms of .36 per cent, or even 2 per 
cent, but all banks must bear their 
share of the war financing burden, and 
here again the Victory Fund committee 
members have a real educational job 
right at home in their own institutions. 
One fact that can particularly be 
stressed is that, with new provisions 
whereby the Federal Reserve banks 
will purchase Treasury bills at a 
specified discount and later resell them 
to the bank without loss, these bills 
can be held in virtually the same 
category as cash —and still afford some 
income for the bank. While some of 
the smaller banks may be unfamiliar 
with the technique of bidding for the 
bills on a discount basis, arrangements 
in such cases can be made to purchase 
them through their correspondent 
banks. 
In our bank, which has deposits of 
$5,205,597, the statement of condi- 
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ITHOUT PAPER, hardly 

V V any modern commer- 

cial or industrial enterprise 
could function. 


The intricate system of rec- 
ords, accounts, forms and 
correspondence that links de- 
partment with. department 
and company with suppliers 
and customers, depends pri- 
marily on good paper. Today 
it’s particularly important to 
depend on the “‘varsity’’, not 
the ‘‘scrubs’’. 


Byron Weston Company 
specializes in high grade, cot- 
ton fibre content papers for 
permanent records, for ac- 





counting, office and factory 
forms, for card record and 
machine bookkeeping systems 
and for letterheads, policies, 
certificates, notices and simi- 
lar usages. When selecting 
paper for these purposes, spec- 
ify a Weston paper. 





Your ‘printer or paper sup- 
plier will gladly help you 
choose the most efficient, eco- 
nomical and appropriate grade 
weight and color — and it’s 
readily available. You don’t 
need to take chances on papers 
that aren’t designed specifi- 
cally for the purpose. 





YOURS FOR THE ASKING! Weston's Papers, a special publication 
of news, ideas and information about paper, will help you know 
more about the purchase, selection and use of paper. To be put 
on the mailing list, write Department D 












BYRON WESTON COMPANY, Dalton, Massachusetts 
IF IT'S WORTH KEEPING, KEEP IT ON A 


WESTON payee 


LEDGERS INDEXES BONDS 
BYRON WESTON CO. LINEN RECORD DEFIANCE INDEX (100%) WINCHESTER INDEX (50%) WESTON'S BOND (Extra No. 1, 100%) 
(Extra No. 1, 100% New White Cotton and Linen Clippings) WESTON’S MACHINE POSTING INDEX (50%) DEFIANCE BOND (100%) 
DEFIANCE LEDGER (100% Cotton Fibre Content) MACHINE ACCOUNTING HOLMESDALE BOND (75%) 
WAVERLY LEDGER (75%) CENTENNIAL LEDGER (75%) TYPACOUNT LEDGER (75%) WINCHESTER BOND (50%) 
WINCHESTER LEDGER (50%) BLACKSTONE LEDGER (25%) WESTON’S MACHINE POSTING LEDGER (50%) BLACKSTONE BOND (25%) 





















In writing to advertisers please mention The Burroughs Clearing House 





tion as of June 30, 1942, showed 
Government bond holdings of $2,447,- 
169 as compared with $1,422,871 on 
the same date a year ago. We are 
regular bidders for Treasury bills. 

It is perhaps regrettable that no 
definite local quotas have been set up 
in connection with the Victory Fund 
program, although all committeemen 
receive a break-down of subscriptions. 

As chairman of the War Savings 
Staff in McLean County, I have found 
such quotas and statistics extremely 
helpful in the promotion of war bonds 
to the general public. We have split 
the county quota by townships, accord- 
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ing to population, and have set up 
individual bank quotas. Then we 
keep close track of results, sending out 
a special form twice a month to banks 
in the county, on which they report 
their war bond sales. From these 
figures we compile a master report 
showing the comparative standings of 
the banks according to dollar volume 
of sales, the percentage of sales to size 
of banks, and revised standings based 
on this percentage of sales to size of 
banks. These standings are published 
in the local newspapers, and they have 
created an incentive for increased sales 
effort on the part of the banks. So 
far, it has not been possible to work 
out any similar plan in connection 
with Victory Fund activity. 

Briefly, in conclusion, it can be seen 
that the Victory Fund program is 
primarily a twofold educational job, 
insofar as banks are concerned. The 


° 


CANADIAN 


(CONTINUED FROM PAGE 28) 


throughout the Dominion, especially 
in the larger centers and in districts 
where war plants have been built, the 
government has revived the National 
the National Home 
Improvement Plan, and has expanded 
the activities of the government com- 
pany, Wartime Housing Limited. An- 
other $1,000,000 has been provided 


| under the National Housing Act which 


will allow houses up to $4,000 in value 
to be built with government guarantee 


| to the loaning companies, with houses 
| up to $2,500 in value requiring only 
| 10 per cent payment by the occupant- 


owner. Also, to assist in making more 
large houses adaptable as multi-family 
houses, the sum of $2,000,000 has been 
set aside by Ottawa to guarantee pay- 
ments under the Home Improvement 


| Plan loans for such alterations. 





Under expanded regulations, War- 
time Housing Limited, will now be 
able to build a reasonable number of 
houses of standardized design in 
crowded municipalities, as an assist- 
ance to local authorities. While War- 
time Housing was organized as a 
government company to meet particu- 
lar needs of communities with war 
industries, it was recognized by Ottawa 
that other municipalities were also 
facing serious housing problems. Under 
the plan of municipal assistance the 
houses will be constructed in zones 
designated for residential purposes, in 
which construction of inferior-type 
dwellings will be prohibited. These 
new houses will be available not only 
to war workers but also to families of 
men serving with the armed services 
overseas. 
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most evident task is to acquaint pro- 
spective large-scale buyers with the 
Treasury issues that are available, and 
to make sure that they are purchasing 
their share of them. Second, there is 
the corollary job of enlisting the sup- 
port of the banks themselves, making 
certain that the bank officers under- 
stand the various issues and are quali- 
fied to make sound recommendations, 
and that the smaller banks particu- 
larly are doing their full share in the 
purchase of bonds that must be sold 
to commercial banks. 

There is no question but that the 
Government, one way or another, will 
raise the necessary billions to fight this 
war. In the Victory Fund program, 
we bankers have a direct opportunity 
to guide this financing along the most 
sound economic channels. In so doing, 
we will be performing a service to our 
own institutions and to our country. 


« 


BANKING 


Cost of sewers and other services 
will be carried by Wartime Housing 
Limited, and the houses will be leased 
to the municipalities for the duration 
of the war and a period of five years 
after the war. The cities will, in turn, 
rent the houses on reasonable terms. 
Disposal of the assets will be arranged 
after the war. Sites for these houses 
are to be conveyed by the munici- 
palities to the company for a nominal 
consideration, subject to reconveyance 
back on the termination of the project. 
The municipalities will bear the rental 
administration costs. 

In announcing the plan Munitions 
and Supply Minister C. D. Howe stated 
that it should be recognized that while 
temporary accommodation to meet 
war needs is accepted as a government 
responsibility, permanent residences 
are the responsibility of the munici- 
pality. The government, he said, is 
prepared to bear the capital cost of 
facilities required to meet the housing 
problems of the families of men serving 
overseas and other deserving cases. 

Wartime Housing Limited, at end 
of July, 1942, had awarded contracts 
for more than 12,000 houses and other 
buildings to relieve acute housing 
shortages in industrial centers, the 
Department of Munitions and Supply 
announced in August. These figures 
do not include houses arranged under 
the expanded powers of the company. 
The total includes 12,052 houses, 57 
staff houses, nine dining halls, and 
20 special buildings, at an estimated 
cost of $52,000,000, including such 
services as sewers, water and roads. 

A new National Building Code has 
been published by the National Re- 
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search Council at Ottawa. The code 
was prepared by a committee of 
specialists working under the joint 
sponsorship of the National Housing 
Administration of the Department of 
Finance and the National Research 
Council, a government body. The 
code'will help in standardizing building 
regulations throughout the country, 
some of which have been too restrictive 
and others have not kept up with 
building technology and modern con- 
cepts of healthful planning. 
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Advertising Stimulates 
Banking-by- Mail 


As a wartime service in the saving 
of tires, gasoline and time, the Ca- 
nadian Bank of Commerce is advertis- 
ing a Bank by Mail service to out-of- 
town customers. Special forms are 
provided for persons who want to use 
the service, which is especially designed 
to help farmers and others who live 
outside banking centers. 
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Bankers Appointed to 
Wartime Boards 


John H. F. Turner, assistant man- 
ager of the Bank of Montreal, at 
Montreal, has been appointed cotton 
administrator of the Wartime Prices 
and Trade Board. James Douglas 
Gibson, 32-year-old chief of the econ- 
omists’ section of the Bank of Nova 
Scotia, Toronto, has been loaned to 
the Wartime Prices and Trade Board, 
Ottawa, as supervisor of research and 
statistics. He joined the Bank of 
Nova Scotia after graduating from the 
University of Toronto in 1931, served 
under Professor Gilbert Jackson, and 
succeeded him as chief of the econo- 
mists’ section in 1935 when Jackson 
went to England as economics adviser 
to the Bank of England. 
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PERSONNEL 
NEEDS 


(CONTINUED FROM PAGE 24) 


of time by several score of previous 
neophytes in their seventh week of 
employment. Had she been below 
70 per cent, she would be below the 
danger point and would come up for 
special review to determine if she has 
enough good qualities to warrant her 
continuing longer on the salary roll. 
This danger point is the rating ex- 
ceeded by 75 per cent of the previous 
seven-week neophytes. 

Following are the average percent- 
age ratings of several score of book- 





keeping trainees (statement posting, 
because of no stop payments, averages 
ten points higher than ledger posting): 


Week of employment Average 


Third week 70 —Statements 
Fourth week 86 —Statements 
Fifth week 60 — Ledger 
Sixth week 85 — Ledger 
Seventh week 88 —Ledger 
Eighth week 91 —Ledger 
Ninth week 100 — Ledger 
Tenth week 108 — Ledger 
Eleventh week 110—Ledger 


During her weeks in the neophyte 
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unit, the bookkeeper takes a ten-lesson 
“correspondence course.” Each of 
these ten lessons contains a series of 
practical problems which will face a 
bookkeeper in a branch. The ques- 
tion is stated, but not the answer. The 
neophyte can obtain help on the 
correspondence course from the book- 
keeper’s manual, from the head book- 
keeper-teacher, or in any other way. 
Life in the neophyte units has its 
moments, when all the ledgers are out 
of balance and the head bookkeeper- 
teacher is learning from her trainees 
ways of throwing ledgers out of bal- 
ance which she never knew were 
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Celotex Sound Conditioning 
Closes that Costly NOISE Account! 


O BANK has an account for NOISE. 
But the withdrawals that could be 
charged to such an account are numer- 
ous—and they run into big money. Costly 
errors — irritating inaccuracies — illness, 
absence, employee turnover—NOISE can 
play a part in all these items of expense. 
That’s why so many banks have “closed 
out” the NOISE account with the help of 
Celotex Sound Conditioning. 


The Celotex Distributor in your terri- 
tory knows how to solve the noise prob- 
lem in banks. His recommendations are 
yours for the asking. 


The responsible firm that installs Celo- 
tex Sound Conditioning assures you of 
(1) Proved engineering practice, (2) Uni- 
formly dependable sound conditioning ma- 
terials, and (3) Guaranteed results! Write 
for all the facts, now! 
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possible. One of the latest disastrous 
days was produced by a girl who 
absent-mindedly crumpled a bunch of 
unposted credits and dropped them in 
the wastepaper basket. But in the 
operation of twelve neophytes ledgers 
for over a year, only a handful of mis- 
takes have ever reached the customer 
and the total monetary losses for such 
errors is still less than $100. There is a 
certain contagious enthusiasm in work- 
ing with a group of other beginners 
which soon catches the new trainee. 
It is a rare girl that ever drops out 
because she does not like bookkeeping. 


‘THE next problem which had to be 

faced as the draft boards started 
operation was teller training. Teller 
training is undertaken whenever a group 
of five or six trainees is available. One 
of the bank’s experienced utility tellers 
is the instructor. About one-half of 
the trainees so far have been employees 
within the bank wishing to better their 
positions, “upgrading” in the language 
of local war plants. These employees 
are first required to complete the 
teller’s correspondence course, to dem- 
onstrate that they are really interested 
in teller work and to give them a start, 
before being transferred from their 
previous jobs. This course, following 
the same idea as the bookkeeper’s 


THE BURROUGHS CLEARING HOUSE—October, 1942 


course, contains a series of practical 
cases which might confront a teller at 
the window. Answers are obtained, 
even though the student has not yet 
been to teller’s school, by cross- 
examining some of the regular tellers. 

The other half of the pupils have 
been obtained by direct hiring, some 
with previous bank experience and 
some without bank experience: A 
rather wide range of types has been 
hired, so that from this experience 
could be told where to look for 
the best teller replacement material. 
The Citizens National Bank has 166 
window jobs and it is contemplated 
that if the war is long, many of these 
positions will have to be filled once, 
twice or three times. The school is a 
combination of work at the practice 
windows, and lectures. Real money is 
used and two practice windows which 
were constructed in the bank’s carpen- 
ter shop are available. Some of the 
students act as customers; some as 
tellers. \The trainee, during the two 
weeks of schooling, handles every type 
of transaction. He or she is drilled 
and redrilled on the proper smile and 
greeting to the customer. A study of 
the bank’s loss records over the years 
has produced a series of specific stories 
so that the new trainee may get the 
reason behind the bank’s rules. 
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Located in America’s armament center, this bank is 
especially equipped to deal with financial problems 
arising from war production. 


Pledged, as we are, to do all in our power to further 
the prosecution of the war, we have set up a War Loan 
Division, experienced in the analysis of war contracts 
and familiar with the requirements of the armed serv- 
ices and other governmental agencies. 


We offer our services not only to local companies in 
need of war production loans but also to our corre- 
spondents throughout the country whose transactions 
with Detroit war industries can be expedited by our 
special and direct attention to their needs. 


NATIONAL BANK OF DETROIT 
Complete Banking and Trust Service 
DETROIT, MICHIGAN 
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School is followed by a two weeks’ 
assignment as an observer in a branch. 
The senior teller permits the trainee 
to watch each transaction and usually 
in a day or two is letting him, or her, 
wait on some of the customers, with 
the senior teller checking each trans- 
action. After these four weeks of 
training, covering two weeks in school 
and two weeks under a senior teller, 
the neophyte is given his own cash and 
handles an extra window in the branch. 
The neophyte is informed that the 
window is an extra window and that 
he or she may take all the time neces- 
sary to check each transaction. At 
the end of the day, both checks cashed 
and items deposited are checked by 
an experienced teller, with the thought 
that faulty practices, particularly poten- 
tial “kites,” which might slip by a 
green teller, will be thus caught before 
there is much hazard. There is no 
question but that the women tellers 
are proving a success. One of the Los 
Angeles banks has two branches “‘man- 
ned” entirely, except for the manager, 
by women. 

If it takes four months to train a 
bookkeeper or a teller, how is it possi- 
ble to know the proper number to be 
hired in August to meet December 
needs? Again a new language has 
been coined. If the mariner at sea 
doesn’t know where he is, he finds the 
answer by a process known as “‘shoot- 
ing the sun.” So when the bank’s 
personnel problems began to be acute 
and it was difficult to know book- 
keeper and teller requirements, a form 
was designed which carries the caption, 
“Shooting the Sun.” 


HE semi-monthly report of resigna- 

tions is broken down by types, i.e., 
bookkeepers, tellers, stenographers, et 
cetera. A life insurance compdahy can’t 
tell which of its policyholders are going 
to die next month, but it can tell by 
studying past experience and by analy- 
sis of the different groups, how many 
will die. The bank can’t tell which of 
its bookkeepérs will resign, but it can 
tell by studying recent past experience 
and by analyzing the ages and types 
of its present bookkeepers, how many 
will resign. Again we have a new word, 
“‘actuarial resignations.”” Bookkeeper 
trainees are hired in June to meet the 
September “actuarial resignations.” 
Twice a month the estimated ‘“‘actu- 
arial resignations” are checked against 
the actual resignation rate so that any 
change in the trend may be allowed for: 
The expense of having too many 
trainees could be material; not having 
enough could be disastrous. 

The comment has been made that 
this program may be used by a large 
bank, but how about the smaller 
institutions? Most of this program is 
applicable to a six or seven bookkeeper 
operation. A practice set can be estab- 
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lished and one of the ledgers can be 
divided into two* sets, giving two 
neophyte ledgers. An _ experienced 
bookkeeper can be given one of the two 
light sets and he can serve as instruc- 
tor with the neophyte on the opposite 
set. He can check his pupil weekly 
and compare the percentage with the 
percentage shown in the foregoing 
table. Banks with only one or two 
bookkeeping machines can arrange for 
high school seniors to spend part time 
in the bank as trainees with the idea 
of being available on graduation. 

A year and a half’s experience indi- 
cates that personnel requirements may 
be closely estimated, and that with a 
proper training program, women with- 
out previous bank experience can 
quickly become capable bookkeepers 
and capable tellers. This is fortunate 
because smooth operation of the bank- 
ing system is absolutely necessary if 
America’s war production program is 
to function. 


DIRECTOR 
CLUTCHBILL 


(CONTINUED FROM PAGE 27) 

his own pasture sitting on Pinnacle 
Rock and he’s got a gun. I tell you 
he’s acting queer. I ain’t going to 
stay here a minute after sundown.” 

“Well, you’re just nervous. You 
be sure to get back the first thing in 
the morning.” 

**{ don’t know whether I will or not.” 

“Yes you will, Mr. Spéarhawk. 
You’ll come back here and look for 
my body.” 

Mr. Spearhawk’s face turned ashen. 
He stared at the old director, his 
mouth open but paralyzed. Sud- 
denly he turned and broke into a dog 
trot out of the farm yard and down the 
hill road. 

Mr. Clutchbill milked alone that 
evening. Afterward he filled a pint 
bottle with milk, put in a little stiffer 
charge of the yellow powder and 
carried it down to the professor. The 
professor met him at the door. His 
manner had a forced graciousness but 
there was a wild uncontrolled light in 
his small eyes. Mr. Clutchbill took 
note of this. The powders were having 
an increasingly sure effect. By morn- 
ing it would be unsafe to predict what 
would happen. 

In spite of this, the old director 
decided to stay the night at the old 
farm cottage even though it was so 
dilapidated he couldn’t lock himself in. 
By eleven o’clock he had settled down 
on an old mattress in an upstairs room. 
At the unearthly hour of daybreak he 
awoke with a feeling he had heard 


noises in the house. 
less, listening. 

“McTavish! I tell you he’s dead!’ 

Mr. Clutchbill jumped and pane: 
his head toward the door. 

Directors Spearhawk and McTavish 
stood leaning with ghostly faces 
through the doorway. Mr. Spear- 
hawk’s mouth hung open; it was he 
who had spoken. 


He held motion- 


“No, I ain’t dead eithér!”’ bristled 


Mr. Clutchbill poking himself into a 
sitting posture with one elbow. 

Mr. McTavish swallowed brokenly 
with relief and came into the room 
with a buffalo rifle followed by Mr. 


* “Mr. -McTavish, 
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Spearhawk carrying a six-foot tele- 
scope. 

‘‘Where’s the professor?” hissed 
Mr. Spearhawk tipping his thin head 
- sidewise in a single jerk toward the 
lower farm. 

“TI saw him around six o’clock last 
night . . . not since.” 

. “Look a’here, Aaron,” burst out 
“I don’t know what 
“you’ve done, but it’s evident from 
what Spearhawk has told me you’ve 
got that strange man excited. A 
ghastly crime is liable to occur any 
second.” 

Mr. Spearhawk touched Director 





E WOULDN’T have dared to step up our hog production 


by 25 percent, or by 20 million head, last year if we hadn’t . 


had our ever-normal granary. Neither would we have been able 
to make the gains in other livestock and poultry if we hadn’t 


had large reserves of feed. Although we still have large reserves 


“ 


of corn we are using corn faster than we are producing it. But 
there.is plenty of wheat and there will be big supplies of high- 
protein oil meals that mean more efficient feeding. The price of 
wheat for feeding will make it as profitable to feed wheat as 
corn. Farmers can use these big supplies of wheat and oil meals 
to keep up livestock production for the war program. When 
you’re planning to ship in grain for feed, figure on wheat. 
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SECRETARY OF AGRICULTURE 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


SPRINGFIELD, MASS. 
BALTIMORE, MD. 
COLUMBIA, S. C. 


LOUISVILLE, KY. 
NEW ORLEANS, LA. 
ST. LOUIS, MO. 


HOUSTON, TEX 
BERKELEY, CAL. 
SPOKANE, WASH. 


ST. PAUL, MINN. 
OMAHA, NEB. 
WICHITA, KAN. 


Information regarding the Consolidated Debentures, issued by these banks, 
may be obtained from 


CHARLES R. DUNN, Fiscal Agent 


31 Nassau Street, New York, N. Y. 
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A SIZE FOR EVERY BUSINESS NEED 


T-SD Sliding Drawer EASY-SNAP Collapsible 
. Tan Corrugated Board 
Transfer File FILING BOX 









MADE LIKE ALL 
STEEL FILES. 


Set up ready to use, equipped with stackers 
to interlock into batteries, and with follower 
supports. The T-SD set up at our plant is 


Style C, Hinged Lid 
Automatic Assembly 


Thousands of our customers 
stronger than a file shipped “‘knocked down.”’ < 
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McTavish with the telescope, getting 
a prompt jump out of him. “Take 
this, McTavish. I’m going home.” 

“You stay right here, Spearhawk. 
It’s not safe for you to go home alone,” 
warned Mr. Clutchbill. “And besides, 
that cow has got to be milked.” 

“You milk her,” snapped Mr. Spear- 
hawk peering nervously out of the 
nearest window. 


UDDENLY he wrenched out the 

telescope to full length and poised it 
in front of one excited eye. 

“The professor is on Pinnacle Rock 
again .. . and this early! My gosh! 
It ain’t a gun he’s got. It’s a telescope. 
He’s watching this place . . . no, he’s 
watching something else.”” Mr. Spear- 
hawk scrambled to a side window and 
looked out. “It’s our cow. He’s 
watching our cow.” 

“Yeah, the time has come. You 
fellows stay right here. I’m going up 
to him.” Mr. Clutchbill pulled up his 
galluses. 

*‘Now look here,” broke out Direc- 
tor McTavish, “I’m not going to be 
responsible for what happens to you. 
What do you propose to do?” 

“T want to soften him up.” 

“Better take this rifle, then.” 

“T don’t think he’ll touch me. You 
keep it.” 

“I’m going home by the back 
pasture,’ suddenly squalled Mr. Spear- 
hawk, laying his telescope on the floor. 

“You stay right here,” ordered Mr. 
Clutchbill. “I’m not going to have 
McTavish left alone. The professor 
doesn’t know him.” 

The old director hurried downstairs, 
crossed the farm yard and headed for 
Pinnacle Rock. After he was in 
Professor Glitterstone’s pasture he 
proceeded boldly in the open, and 
finally tacked up to the professor’s 
perch. 

“Heh, I can’t resist coming up here 
myself once in a while,” greeted Mr. 
Clutchbill. “Neat view, isn’t it?” 

“Um,” said the professor, secretly 
tucking his telescope behind him. 

Mr. Clutchbill sat down and looked 
off. ‘‘Hm/’f, you can see our cow from 
here. I’ve never seen an animal gnaw 
grass so far into the dirt, nor one 
which is so powerful a drinker —seems 
to suck sand, water and all. I suppose 
it’s owing to her trace of reindeer 
blood.” 

The professor’s little eyes were 
fastened on Mr. Clutchbill. He was 
holding his breath as though a riddle 
were unraveling in front of his face. 

“The milk samples holding up?’ 
inquired Mr. Clutchbill hopefully. 

“She appears to do well in your pas- 
ture,’ ventured the professor, watch- 
ing Mr. Clutchbill like a cat. 

The old director realized he would 
have to act; he had left only one more 
dose of the yellow powder. 
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“Yeah, I hate to see the old pasture 
go. We’re selling it.” 

“‘Who’s bought it?” asked the pro- 
fessor in alarm. 

‘“‘The trade isn’t closed yet.” 

“Look here, I’d give $500 for the 
whole farm just to get rid of the 
tumble-down house.” 

“Well, of course it’s really a_ ski 
project. We’re holding it for $8,000. 
Those New Yorkers are coming closer 
and closer to us for the ski business.” 

“Eight thousand!” the _ professor 
looked rather wild. ‘“‘Would a thou- 
sand take it?” 

“I'd split the difference, calling it 
$4,000.” 

The professor snatched out a check 
book, and shortly handed Mr. Clutch- 
bill a New York check for $1,000. 
“That’s to hold the trade. I'll meet 
you with the other $3,000 in an hour 
at the bank and take the deed.” 

Ten minutes later Mr. Clutchbill 
confronted Mr. Spearhawk and Mr. 
McTavish. 

“Sold him our ski farm for $4,000. 
Here’s a check for $1,000 to hold the 
trade.” 

Mr. Spearhawk suddenly twitched 
as though stabbed by a hornet. Mr. 
McTavish began pulling at his collar 
band and turning purple. 

“I put a shot of that in every sample 
of milk I gave him.” Mr. Clutchbill 
held up a little vial against the 
window. 

Mr. Spearhawk and Mr. McTavish 
stretched their heads forward eyeing 
the little vial. 

“Gentlemen! It’s gold dust! And 
the professor is convinced our cow is 
getting gold in her milk from sucking 
it up from a sand bar when she drinks 
out of the pasture brook . .. and maybe 
she is. Cal Bannister’s grandpap 
panned my sample right in our pasture 
brook in Civil War days. Had a 
whole wedding ring made out of it for 
his wife.” 

“Aaron,” gasped Mr. Spearhawk 
after a fourth try, ‘“‘a $4,000 cow!” 
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WASHINGTON 
VIEWPOINT 


(CONTINUED FROM PAGE 21) 

series may be pledged with banking 
institutions as collateral for loans, but 
no other hypothecation will be rec- 
ognized by the Treasury. 

The sale of war savings bonds to 
the general public has not come up to 
expectations,.in spite of increased sales 
efforts by the State Committees. The 


Treasury had anticipated sales to run 
around a billion dollars a month from 
mid-summer on, but sales in August 
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were only $697,000,000 as against a 
quota of $815,000,000, and the Sep- 
tember quota was set at $775,000,000. 
- This situation prompted Secretary 
Morgenthau to issue a statement say- 
ing that to term the war bond program 
a failure is to reflect on the thousands 
of volunteers who are working strenu- 
ously to increase sales. He said that 
the voluntary purchase of war bonds 
must be continued and _ intensified, 
but admitted that the voluntary pro- 
gram itself cannot finance the Treas- 
ury’s borrowings nor absorb the dif- 
ference between the money available 
for. consumer spending and the supply 


of goods available for civilian use. For 
this reason the administration is turn- 
ing reluctantly toward some form of 
“forced savings,” though probably 
under a different name, through the 
medium of tax legislation. 
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New Relief Measures Pro- 
posed for Small Business 


Government financial assistance to 
small business enterprises is again 
under active consideration by Con- 
gress. The special Senate committee 
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on small business is currently taking 
testimony regarding a large group of 
bills proposing various sorts of relief 
for small business men who are eco- 
nomic casualties of the war, and many 
of these measures-seek financial assist- 
ance of one kind or another. 

Some of these plans call for financial 
advances from the Reconstruction 
Finance Corporation or other Federal 
agencies to aid small firms in meeting 
fixed charges on leases and contracts 
which cannot be met because of war 
conditions. Others ask advancement 
of risk capital by the government to 


_enable small firms to enter new lines of 


business and to prepare to meet com- 
petition from big concerns in the post- 
war period. 

Another proposed program would 
set up a new government corporation 
for conservation of assets of small 
businesses, with an administrator 
either to rehabilitate a war-disrupted 
business by loans or assist in orderly 
liquidation of an insolvent concern. 

Several of the pre-war proposals for 
furnishing long-term risk capital to 
small business are again before the 
committee, including the creation of 
an industrial loan corporation to insure 
bank loans for business ventures. 
Another set of proposals involves long- 
term and unsecured loans to operators 
of filling stations, tourist hotels, and 
other enterprises threatened with bank- 
ruptcy as a result of gasoline rationing 
and curtailment of tourist travel. 

Amendments to the Smaller War 
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Plants Corporation act have been pro- 
posed to extend financial aid to small 
plants to pay taxes, insurance, bank 
loans, and other expenses while in the 
process of converting to handle war 
contracts. 

The committee is not expected to 
hold detailed hearings on each one of 
the many proposals before it, but to 
make a general survey of the wartime 
financial problems of little business 
and of the various suggestions for 
providing assistance. Out of this 
study will come one or more pieces of 
legislation with the endorsement of 
the committee. 

The Smaller War Plants Corpora- 
tion, which was set up in accordance 
with legislation sponsored by this 
committee, is now well established as 
a division of the War Production 
Board but has not yet announced how 
it will use its $150,000,000 capital. 
After surveying the administrative 
machinery available to it and study- 
ing the types of contracts now being 
let for war goods, the corporation 
began its active work by sending 
engineers to visit small plants seeking 
contracts in an attempt to help them 
adapt their equipment to handle war 
work. The corporation intends to 
devote most of its efforts to breaking 
up large contracts into small portions 
which can be handled by small manu- 
facturing establishments and in giving 
the small plants technical rather than 
financial assistance. Although its funds 
may be used for loans, it is expected 
that lending activities will be a small 


} part of its work. 
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Payments Speeded on 
War Production Goods 


Credit requirements of war contrac- 
tors are being reduced somewhat by 
the War Department’s policy of speed- 
ing up payment for goods delivered. 

For some months the Army has been 
perfecting its system of field inspection 
and payment, and now handles about 
95 per cent of its contract work in the 
field. Inspectors are located at all 
plants operating under Army con- 
tracts, and these men have authority, 
in most cases, to accept delivery of the 
goods as they are shipped and to 
authorize immediate payment. In 
addition the Army has more than 100 
disbursing officers scattered through- 
out the country to make payments to 
contractors in their localities. The 
time required between delivery and 
payment varies considerably with the 
type of contract and other conditions, 
but in plants operated for the govern- 
ment under a management contract 
the inspecting officer issues vouchers 
almost as fast as completed articles 
come off the assembly lines. This 
system is intended to reduce com- 
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plaints about the government being 
“slow pay,” and to cut down the 
amount of working capital required by 
some of the smaller war contractors. 
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Adjusting Bank Reserves 
to Wartime Financing 


~ The Federal Reserve Board is follow- 
ing a cautious policy of adjusting bank 
reserves in accordance with the require- 
ments of wartime government financ- 
ing. Acting under authority of an 
amendment to its law adopted last 
July, the board reduced the required 
reserves on demand deposits of member 
banks in New York and Chicago from 
26 per cent to 22 per cent. Half this 
reduction was made in the middle of 
August and the other half the middle 
of September, and the two moves 
together freed some $800,000,000 of 
funds tied up in reserves by banks in 
those two central reserve cities. 

The reasons for these downward 
adjustments of reserve requirements 
were that funds were being drained 
out of these money market centers 
because of war financing conditions. 
Depositors were purchasing Treasury 
securities, correspondent banks were 
drawing down their balances, and the 
Treasury was calling on banks for cash 
from its deposits. Other bank reserve 
requirements are still double the legal 
minimum and may be reduced by 
action of the Reserve Board. To do 
so would theoretically have an infla- 
tionary effect because it would free 
bank funds for general credit purposes, 
and no such move is expected for some 
time. However, efforts are being 
made to induce banks throughout the 
country to invest more heavily in 
short-term Treasury bills and certifi- 
cates, and if such sales increase the 
Reserve Board might reduce reserve 
requirements to facilitate the process. 
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COURT 
DECISIONS 


(CONTINUED FROM PAGE 29) 


One of the interesting features of 
the transaction, which was an inter- 
national one, was a stipulation that 
“the credit is subject to the Uniform 
Customs and Practice for Commercial 
Documentary Credits fixed by the 
Seventh Congress of the International 
Chamber of Commerce and certain 
guiding provisions in reference there- 
of.” Article 49 in the general provi- 
sions of the Uniform Customs and 
Practice referred to provides: “A 
credit can only be transferred on the 
express authority of the principal.” 
(Eriksson vs. Refiners Export Com- 
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pany, 35 New York Supplement, 
Second Series, 829.) 
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‘*Equitable’’ Defense ~ 


It’s true, of course, that under the 
Uniform Negotiable Instruments Law, 
the maker of a negotiable note is pri- 
marily liable thereon, although he 
signed only for accommodation and 
the payee knew that fact when the 
note was delivered. Apparently, how- 
ever, the statute is not the whole law 
on the subject, according to the reason- 
ing of a recent New York decision. 
There the court holds that under cer- 
tain circumstances the accommodation 
co-maker of a negotiable note may 
interpose “equitable defenses” and 
prevent the enforcement of the note 
against him. 

In the New York case, a man be- 
came co-maker on a negotiable note 
for the accommodation of the real 
debtor, who was the other co-maker. 
When the note was thus executed and 
delivered to the payee bank, the real 
debtor pledged with the bank ample 
collateral to secure the note. The 
bank knew the status of the accom- 
modation co-maker and also knew that 
the pledged collateral belonged to the 
real debtor. 

There were several renewals of the 
note, similarly signed. A few days 
before the last renewal fell due, the 
accommodation co-maker notified the 
payee bank that he was unwilling to 
sign another renewal note and that if 
the bank were unwilling to take the 
real debtor’s individual note in re- 
newal, he, the accommodation co- 
maker, demanded that the bank -im- 
mediately sell the collateral to pay the 
note. Such sale was authorized by the 
terms of the note. 

The bank took no action and con- 
tinued to carry the note as past due. 
Nearly two years later, the real debtor 
died insolvent. ‘After two more years 
the bank liquidated the pledged col- 
lateral, but the amount realized was 
much less than the value of the col- 
lateral when the note became due. The 
bank then sued the accommodation 
co-maker for the balance on the note. 

The bank contended that the accom- 
modation co-maker was liable on the 
note according to its terms. The 
defendant took the position that the 
bank, with knowledge that he was 
merely a surety for the co-maker who 
was the real debtor, was bound to 
accede to his demand for the sale of 
the collateral at the time when it 
exceeded the amount due on the note 
and having failed to act, the defendant 
was no longer liable. In other words, 
that although he was primarily liable 
on the note when it became due, he was 
entitled to have it paid by the sale of 
the collateral held. by the bank and 
thus be exonerated from liability. 


After a lengthy discussion of the 
availability of an equitable defense as 
against a statutory liability, the court 
said: 

“The defendant, as accommodation 
co-maker, was primarily liable for the 
amount of the note when it became 
due according to statute, but he may 
set up the defense that, in equity, the 
bank with full knowledge of his true 
position as surety for the other co- 
maker, failed in a duty owed to him 
upon his demand, which duty, if per- 
formed, would have exonerated him 
from liability. To hold otherwise is 
contrary to equity, fair dealing and 
good morals. 

“The Negotiable Instruments Law 
has not changed the rule with respect 
to the bank’s duty to comply with his 
demand to sell the collateral. Had 
that duty been performed, the note 
would have been paid and the defend- 
ant’s liability extinguished. It follows 
that the bank cannot recover against 
him now.” 

The court cited several New York 
precedents in support of its conclusions, 
but did not refer to similar decisions 
in other States. American courts have 
been rather liberal in permitting 
equitable defenses in legal actions, but 
the principle of upholding an equitable 
defense to defeat a statutory liability 
on a negotiable instrument is of pro- 
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found importance to banks. In the 
case decided by the New York court, 
the plaintiff bank was the original 
payee of the note, but there is no 
apparent reason why the court’s logic 
would not apply to a holder in due 
course in similar circumstances. (Citi- 
zens First National Bank vs. Parkin- 
son, 35 New York Supplement, Second 
Series, 615.) 
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‘*Imaginary’’ Depositors 


That even innocent irregularities in 
banking practice may involve a bank 
in the proverbial peck of trouble, was 
shown in a recent Louisiana case. 

There the bank’s president, its 
board chairman and a third party 
entered into an agreement to promote 
an enterprise having nothing to do 
with the bank. The board chairman 
turned over to the bank’s president a 
cash fund to be used for the expenses 
of the enterprise. The third party was 
the operating man and was to draw 
checks on this fund as needed for 
expenses. 

The president issued a credit memo- 
randum to the board chairman for the 
money in the fictitious name of “A. 
Jones,” inasmuch as all the parties 
wished to keep their enterprise secret. 
No account was set up for “A. Jones” 
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on the books of the bank, but the 
amount in currency was kept segre- 
gated from other currency of the bank 
and was used solely to pay checks 
drawn by the “operating man”’ in the 
joint enterprise. The fund was ex- 
hausted by his checks. 

Now while “A. Jones” may have 
been a fictitious person both in name 
and fact, Alfred Jones was a very 
much alive depositor of the bank, and 
presently he brought suit against the 
bank for the fund involved in the 
“A. Jones” transaction. He said that 
he had turned over the same sum of 
money to the bank’s president for 
deposit, that the president had given 
him a credit memorandum for the 
money instead. of the usual deposit 
slip, that the president had promised 
to mail to him the next day a deposit 
receipt in the customary form, but 
failed to do so. Alfred Jones averred 
that the credit memorandum had been 
in his possession continuously until 
he had turned it over to his attorney 
for the purpose of bringing the suit. 

The Louisiana court carefully re- 
viewed the conflicting evidence and in 
reaching a decision in favor of the 
bank, remarked: 

“As generally happens in cases in- 
volving improper banking transac- 
tions, the testimony in this case is 
inconclusive in more than one respect; 
but, in our opinion, the plaintiff Alfred 
Jones has not established by a pre- 
ponderance of the testimony the truth 
of his claim; on the contrary, the pre- 
ponderance is with the defendant 
bank.” 

Too often, though, those “incon- 
clusive” situations arising out of 
irregularities, however innocent, cause 
a bank heavy loss. (Williams vs. 
People’s Bank, 9 Southern Reporter, 
Second Series, 64.) 
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Letters of Credit as Independent 
Contracts 


A New Jersey bank had a customer 
who needed letters of credit from a 
New York bank for the purpose of 
buying in New York from a large 
organization. The New Jersey bank 
accordingly requested a New York 
bank to issue the letters on behalf of 
its customer for the benefit of the 
New York seller. In support of its 
request the New Jersey bank deposited 
with the New York bank certain securi- 
ties as collateral for the New York 
bank’s agreement to issue the letters. 

Having issued the letters, the New 
York bank honored the seller’s drafts 
as presented in conformity with the 
terms of the letters. After a time the 
New Jersey bank notified the New 
York bank that the buyer and seller 
were manipulating the letters and 
drafts so as to defraud the New Jersey 


bank and requested that, in the cir- 
cumstances, the New York bank honor 
no further drafts. However, the New 
York bank found that drafts subse- 
quently presented complied with the 
terms of the letters and paid the money 
regardless of the New Jersey bank’s 
objection. Ultimately the New York 
bank sold the pledged securities, 
applied part of the proceeds to reim- 
burse itself for money advanced, and 
sent its check for the balance to the 
New Jersey bank. Thereafter the 
New Jersey bank sued the New York 
bank for alleged conversion of the 
pledged collateral. 

The court, ruling that there had 
been no conversion -of the securities 
by the New York bank, pointed out 
that, once having issued the letters of 
credit, the New York bank could not 
refuse to pay the drafts properly 
presented thereunder. 

“The efiicacy of the letter of credit 
as an instrument for financing trade,” 
said the court, “is the primary con- 
sideration. The contract between the 
seller and the purchaser involves the 
transaction of trade which calls into 
being the letter of credit; whereas the 
correspondent bank’s contract with 
the purchaser is merely a collateral 
financial transaction. If the letter of 
credit is to be treated as independent 
of the contract between seller and 
buyer in order to render it an effective 
instrument of trade, certainly it must 
be regarded as completely independent 
of the contract between the corre- 
spondent bank and the purchaser. 

“It therefore follows that a notice 
given by the correspondent bank to the 
issuing bank to the effect that the 
former was defrauded by either the 
buyer, the seller or both, is ineffective 
to void or suspend the operation of the 
letter of credit. Any other rule would 
destroy the effectiveness of this valu- 
able commercial device. The issuing 
bank cannot be expected to evaluate 
the soundness of the correspondent 
bank’s claim of fraud.” (...... Bank 
| ape eate Bank, 35 New York 
Supplement, Second Series, 985.) 
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No Time for Payment 


Where a negotiable note fails to 
specify a time for payment, when is it 
due? 

Discussing such a situation in the 
light of the Uniform Negotiable Instru- 
ments Law, a New York court recently 
said: 

“The note was concededly executed 
in January, and was payable on de- 
mand, since no time for payment was 
expressed.” 

Applying the rule that a note with 
no specified maturity is a demand note! 
(Ewald’s Estate, 22 New York Supple- 
ment, Second Series, 299.) 
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